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WHY JOIN THE 
LIFE UNDERWRITERS? 


HERE is no more reason for you to join the National Association of 

Life Underwriters than there is for a reputable lawyer to become a 
member of the American Bar Association, or an ethical physician to af- 
filiate with the American Medical Association. Merely being a member 
doesn’t mean that you are fair in your dealings with the public and with 
your competitors, or if you are not a member it doesn’t mean that you are 
not on the square. ... BUT,—every man in the life insurance business who 
believes in it and wants to align himself with an organization that is 
constantly striving to maintain the standards and practices that are so 
vital to the business, should call on every resource available to secure 
enough money to join. An organization that has the fortitude to initiate 
the forward steps taken by the National Association of Life Underwriters 
deserves your enthusiastic personal support. Because of the association’s 


pre-eminent position 


INDIANAPOLIS WELCOMES 


The Trustees and Council 
of the 


N. AX. th. W. 


Allow us to make your visit in Indianapolis pleasant 








AMERICAN UNITED LIFE INSURANCE CO. 


INDIANAPOLIS, INDIANA 


FRIDAY, APRIL 16, 1937 
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Our 
Seventy-fifth 
Anniversary 


The seventy-fifth anniversary of a life in- 
surance company is an impressive event, for age 
sits well upon such an organization. Seventy-five 
years’ activity means an amazing number of serv- 
ices performed, both great and small. It means 
that generation after generation has been assisted. 

Our humble first office served only a few. 
Our present organization protects and benefits 
over five million people. 

We are proud now to be ready for the next 
and last quarter of our first century. 
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aid all its agents in emulating the*sell- 
ing skill of its star producers, the Mu- 
. tual Benefit Life is shortly to introduce 
©) a high grade, carefully prepared, thor- 
* oughly tested sales plan, the most un- 
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0 Steep Agents 
in Sales Skills 


Complete Training for Those De- 
siring Under Mutual 
Benefit Plan 


REVEALED AT CONVENTION 


*Men Will Be Schooled Until They Are 


Thoroughly Conversant with 


New Technique 


By. R. B. MITCHELL 


ATLANTIC CITY, April 15.—To 


usual feature of which will be the man- 


ner of presentation, Superintendent of 


Agencies H. G: Kenagy announced at 
the company’s three-day annual con- 


© vention, 


Skill Is Difference 


The difference between the really ef- 
fective salesman and the mediocre pro- 
ducer is not primarily in knowledge, 
personality or willingness to work, but 
is a difference in skill, he declared. The 


| kind of skill the company wants is the 


kind that is representative of the best 
men in the Mutual Benefit organization, 
and it should be possible to put together 
a composite experience that would be 
typically Mutual Benefit sales plan, he 
said. This has been done and the plan 
iS NOW in process of testing, after which 
it will be presented to the leading 
agencies first, reversing the more usual 
(CONTINUED ON PAGE 24) 





Give Program for the Home 
Office Underwriters Meet 





TO BE IN CHICAGO MAY 24-26 





Will Immediately Follow Sessions of 
American Institute of Actuaries— 
Howard Goodwin President 





Howard Goodwin, president Home 
Office Life Underwriters’ Association, 
announces that the spring meeting will 
be held at the Edgewater Beach Hotel, 
Chicago, 'May 24-26. The first day will 
be devoted to the sessions of the occu- 
pation committee under the chairman- 
ship of Roy F. Edwards, statistician 
Prudential. 

Papers for discussion are: 

“The United States Navy Submarine 
Service,’ by William C. Harrison, New 
York Life; “Logging in the Pacific 
Coast Region,” by C. L. O’Brien, Min- 
nesota Mutual; and “Nickel,” by Hor- 
ace Holmes, Mutual Life of Canada. 


Afternoon Session 


The afternoon session will be devoted 
to an informal discussion of various 
types of risks presenting an occupational 
hazard such as student mining engi- 
neers, coal miners, alcoholic workers, 
etc, 

The Tuesday morning session will be 
devoted to papers on “Current Under- 
writing Problems,” by Dr. H. W. Cook, 
vice-president and medical director 
Northwestern National, and “Under- 
writing Surplus Line and Brokerage 
Business” by Valentine Howell, asso- 
ciate actuary Prudential. 

The afternoon session will be devoted 
to the usual case clinic, at which the 
underwriters will debate the underwrit- 
ing principles involved in some typical 
cases taken from actual experience. 

The Wednesday morning session will 
include papers by V. R. Smith, general 
manager Confederation Life, on “Pres- 
ent Day Trends and Experience in 

(CONTINUED ON LAST PAGE) 





Tells Why Selling Can Be 
Repulsive to Some People 





POSITION FINDER GIVES VIEW 





S. P. Allison Tells Boston Supervisors 
How to Remove “Bogies” Keeping 
Men Out of Insurance 





BOSTON, April 15—The Boston 
Supervisors Club, with President 
George I. Levesque, Connecticut Gen- 
eral, presiding, held a largely attended 
luncheon and listened to a talk by S. 
P. Allison of a Boston positions-finding 
school, on “The Bogies That Keep Peo- 
ple Out of the Life Insurance Business.” 

The. life insurance business is clean, 
Mr. Allison asserted. It offers a maxi- 
mum of security to those who are suc- 
cessful at it. It is self-pensioning. It 
opens the way for many men to have 
their own business. But the institution 
itself has made it difficult for good men 
to get at insurance selling. 

He said he has directed seven men 
and one woman into insurance selling 
and has watched them succeed. 


Cites the Deterrents 


Here are the reasons why men stay 
out of the life insurance business as 
given by themselves. The prestige of 
the life insurance salesman has been 
destroyed by the practice of permitting 
almost any one to try it. Income is too 
slow in starting and growing; it is spas- 
modic. The business is not prepared to 
share the risk of success with the best 
qualified men. It requires a prying into 
people’s private lives to the extent that 
some dislike it as a snooper’s job. It 
fails too often in presenting a clear pic- 
ture of its hazards and its special re- 
quirements. 

Discussing these attitudes, Mr. Alli- 
son said a positive approval would lead 
the life companies to study how they 
might make the public feel that it was 
an honor to be accepted as an agent 

(CONTINUED ON LAST PAGE) 





All Roads Lead 
to Indianapolis 


Big Attendance Expected at Mid- 
Year Meeting and Indiana 





Sales Congress 
MUCH IS ON THE AGENDA 


Results of Questiotinaire Will Give 
Members’ Slant on Type of Pro- 
gram They Want 


INDIANAPOLIS, April 15.— Lo- 
cated almost exactly at the National As- 
sociation of Life Underwriters “popula- 
tion center,” Indianapolis is drawing an 
unusually large attendance at the Na- 
tional body’s mid-year meeting here this 
week. The Indianapolis sales congress 
will be in session all day Friday and 
many are expected to remain through 
Saturday for the windup of the National 
association’s sessions. 

The St. Louis and Houston associa- 
tions will have strong delegations on 
hand to induce the National Association 
to hold the 1938 convention in their re- 
spective cities. They are the principal 
contenders. 


Questionnaire Sent Out 


As chairman of the program commit- 
tee for the Denver convention O. Sam 
‘Cummings, general agent Kansas City 
Life at Dallas, has sent out a very full 
questionnaire to some 600 leaders in the 
National Association, asking for sugges- 
tions for program speakers and sub- 
jects. The replies he has received are 
expected to be of great assistance in 
guiding the committee to put on the 

(CONTINUED ON PAGE 24) 





THOSE DIRECTING INDIANAPOLIS ACTIVITIES 








__— 











i General committee chairmen directing local arrangements for Indianapolis meetings this week, left to right: Horace E. Storer, finance; Harry V. Wade, Indiana 
mpanies; Mansur B. Oakes, “Hoosier Hospitality;” Ernest A. Crane, general chairman; Homer L. Rogers, sales congress; Dan W. Flickinger, arrangements, and 


Edward A. Krueger, publicity-printing. 
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HONOR NEW JERSEY’S 








vice-presidents; A. H. Chedister, auditor; 


(1) Among those from the Equitable Life of N. Y.: F. L. Jones, Mervyn Davis, 
W. B. 





Parsons, vice-president; R. H. Ster- 


rett, counsel at Philadelphia; Sterling Pierson, counsel; Vice-president and Actuary 
R. D. Murphy (wearing glasses); Glenn McHugh, second vice-president, and W. G. 


Schelker, vice-president. 


(2) Front row: N. B. Hadley, who recently retired as chief life examiner New 
York department; C. S. V. Branch, second vice-president Sun Life of Ganada; C. J. 
Zimmerman, Newark general agent Connecticut Mutual and president Northern New 
Jersey Life Underwriters Association; H. M. Holderness, agency vice-president Con- 
necticut Mutual; H. F. Larkin, vice-president Connecticut Mutual. Back row: Oliver 





GOUGH AT DINNER IN NEW YORK 
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and actuary; H. 


eral counsel Life Presidents Association. 


Thurman, vice-president Mutual Benefit Life; Ernest Hoy, Newark general agent Su} ’ 
Life of Canada; L. A. Campbell, Sun Life of Canada; Bruce McWhinney, geneni| ” 
agent John Hancock, Newark; A. W. Olsen, Massachusetts Mutual, Newark; A. }| - 
Cockshaw, Massachusetts Mutual, Newark. E-@ 

(3) Some of those at the Mutual Benefit Life table: E. E. Rhodes, vice-preside 
S. Weaver, associate counsel; J. R. Thompson, vice-president 
mathematician, and M. W. Wilder, Jr., treasurer. 

(4) Robert Rose, former counsel New York department; R. R. Lounsbury, prei) 
dent Bankers National Life and Atlantic Life, and V. P. Whitsitt, manager and ge 





SO bes ek ee eS eee eRe RM wR Ow Rw 
eta te teeth tt RR ER ESR ERR 



















4 had 








Program for Commissioners ; 
Carpenter Succeeds Gentry 





The tentative program announced by 
Secretary Jess G. Read of Oklahoma, 
for the annual convention of the Na- 
tional Association of Insurance Com- 
missioners in Philadelphia June 21-23 
reserves the first morning for registra- 
tion and the afternoon for committee 
meetings. ; 

At the opening session the second 
morning, the governor of Pennsylvania, 
the mayor of Philadelphia and Com- 
missioner Hunt of that state, chairman 
of the entertainment committee, will 
speak. : 

The first business session will be the 
afternoon of June 22, with a paper on 
“Retrospective Rating” by Commission- 
er Mortensen of Wisconsin. The re- 
mainder of the afternoon will be given 
over to committee reports and general 
discussion. . 

The outstanding event on the third 
morning’s program will be the paper on 
“Compulsory Automobile Insurance or 
What?” by Commissioner Blackall of 
Connecticut, to be followed by com- 
mittee reports and discussion of vital 
problems of the day. The afternoon will 
be reserved for an executive session. | 

Except for golf, the entire entertain- 
ment program will be confined to eve- 
ning affairs. Convention headquarters 
will be at the Bellevue-Stratford hotel. 

Mr. Read announced the appointment 
of Commissioner Carpenter of California 
to succeed U. A. Gentry of Arkansas 
on the executive committee. The va- 
cancy.on the committee created by the 
resignation of Commissioner Smith of 
Utah has not yet been filled. 





Can Revalue Securities 


LITTLE ROCK, ARK., April. 15.— 
Attorney-general Holt holds the insur- 
ance commissioner can question the 





value of securities posted by companies 
at any time after the initial deposit. 
“The obvious purpose of the act,” the 
opinion declared, “is to keep in the 
hands of the insurance commissioner a 
fund of $10,000 in value to guarantee 
the payment of claims arising under 
policies issued by the company. The 
commissioner would therefore have the 
right to determine the value of such 
securities at any time to be sure that 
the guaranty is intact for the purpose 
of paying potential claims arising on 
policies issued by the company.” 


R. B. Hopkins, Austin, Tex., general 
agent of the Southland Life, died of a 
heart attack. He was a brother of A. H. 
Hopkins, San Antonio general agent of 
the Mid-Continent Life of Oklahoma. 





Joseph Futz, Local Agent 
of 84, Said Yesterday: 








EIGHTY-FOUR, PA., April 15.— 
Commenting upon the testimonial din- 
ner in New York the other evening for 
Deputy Commissioner Gough of New 
Jersey, Joseph Futz, the sharp witted 
reo agent here in 84, Pa., said yester- 

ay: 

“Far be it from me to begrudge Hon. 
Christopher Gough*the honor that was 
bestowed upon him the other night. but 
I do say that our own Hon. Hunt, the 
insurance commissioner here in Pa., has 
done more in three years than many a 
commissioner has done in 25 years. Hon. 
Hunt deserves some recognition, too. 
Why, if we had a testimonial banquet 
for Hon. Hunt in the William Penn 
hotel in Pittsburgh, there would be as 
Many insurance company presidents 
there—fire, life, casualty, live stock and 
miscellaneous as there were at Hon. 
Gough’s dinner and twice as many 
agents and adjusters.” 





N. J. Won’t Upset Contract 
That Was Effected in N. Y. 


The New Jersey supreme court has 
declined to entertain an action brought 
to upset a group life insurance contract 
that was effected by the Travelers and 
the assured in New York state. The 
New Jersey legislature, acording to the 
supre:ne court, did not intend to punish 
acts done beyond its limits even though 
a person covered or affected thereby 
might be a resident of New Jersey. 
Some of those covered under the con- 
tract were residents of New Jersey. The 
case was Rybasack vs. Travelers. 

Rybasack sought to invoke the New 
Jersey law reading: “No life insurance 
company doing business in this state 
shall make or permit any distinction or 
discrimination in favor of individuals 
between the insured of the same class 
and equal expectation of life . . .” 

Rybasack alleges that in April, 1936, 
the James Butler Grocery Company 
entered into a group life contract with 
the Travelers, for certain grocery store 
owners and their employes, some of 
which stores were owned by the Butler 
Company, others not. Rybasack con- 
tended: that no employer and employe 
relationship existed between the owners 
of some of the stores and others en- 
gaged in and about some of the stores 
covered by the contract. Rybasack 
charged that the premiums were less 
than those charged to individuals who 
obtain similar protection without the 
benefit of the contract and that the 
ona are less than regular manual rates 

ed. 

The court held that New Jersey can- 
not interfere with. a,contract made out- 
side of the state and-»that a contract 
valid in the state where made is valid 
everywhere. The state cannet by ‘its 
statutes control or impair transactions 
which are extra territorial. : 
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Courts Are Indefinite on 













“Accidental” Clause Meanin ) °° 
©} train 
Despite simplicity of the wording = ance 
the clause in life policies providing vice 
double indemnity in case of accident! 
death, its interpretation by various st 
and federal courts has differed wid ng 
and both companies and assured wi) } man 
benefit when there are uniform decision} ¥ on t 
H. A. Hodges, Continental Assurant} @ to s 
attorney, told the Chicago Life Insw} % rapic 
ance Lawyers Club in a talk on “Acc} @ that 
dental Means.” > this 
The terms “external” and “violen!) 7 wou 
in the modern clause have been give} § Stitu 
very liberal interpretation in the cout} M 
he warned, and claim departments mu} | Whe! 
not count so much on these words #7 prin 


defense in a disputable case. 
There has been much dispute on t 


a 

















term “accidental means.” The insur?” poe 
should be liable if there is a slip, ms}7 oi 
hap or unintentional deviation in pe “L 
formance of the act causing the ac port 
dent, which ordinarily would not cau esca 
it, or if an unforseen alien factor ! natu 
trudes. Even on these points cout) othe: 
have rendered opposing decisions, ho¥{™ bysi 
ever, > ing 
Another part of the clause which !#)9 foun 
been disputed is the phrase providing t™ Py ess 
accidental means be the sole cause, int} @ thos 
pendent of disease. Hence a bodily ae 
firmity though a concurring cause af” 
although possibly unknown, prevents . 0: 
clause from covering, he stated. pe WOM 
However, if assured has recovert}s table 
from a disease which could recur 4 proa 
the accident causes this to happen, She 
carrier is liable. Bodily idiosyncracty close 
such as susceptibility to anesthesia af) clos 
not considered bodily infirmities und] the; 
the “sole cause.” Chronic diseases cal §00¢ 






ing falls, etc., are not covered. 
Recent insurance decisions were 
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RK Prestige Deemed 
| Vital in Business 











Paul Clark, Speicher, Johnston on 
Program of Chicago 
Congress 









MISS REYNOLDS SPEAKER 






Annual _ Session 





Large Turnout at 
Sponsored by Life Underwriters 
Association 











Life insurance—the institution and 
those who represent it—carries prestige 
and the buying public has a right to 
demand that the agents be men and 
women of prestige, G. F. Johnston, di- 
vision sales manager group department 
Metropolitan, St. Louis, stated in his 
talk on “Building Prestige” at the Chi- 
cago sales congress this week. There 
was a large attendance due to the ex- 
cellent program and reduction of admis- 
sion price to members this year. The 
affair was sponsored by the Chicago As- 
sociation of Life Underwriters. 

The new order of selling calls for 
Fagents of high professional standing. 
“)The buyer is ‘squarely in the saddle 
and high pressure selling is a thing of 
| the past, he said. An increasing amount 

of study and education is required. 
> “When we are ill,” he said, “we would 
not tolerate a doctor who had spent 
only two months’ time in gaining his 
medical education. In an important law 
suit we would never hire a lawyer who 
7} had studied law for a month. Yet today, 
“+ counseling individuals on life time in- 
-§ vestments there are insurance men who 

| # have spent only a few days in gaining 
n |= professional insurance education. Our 
eani |= business, indeed, is open to criticism if 
| ne we send out representatives who are un- 

» trained and who through lack of insur- 
ance knowledge may give unsound ad- 
vice to a client. 





























ding A 


Management’s Responsibility 


“Of course, we must have the new 
man, but there is a great responsibility 
on the general agent or sales manager 
to see that he is trained not only as 
rapidly and thoroughly as possible, but 
that every safeguard is thrown around 
this man to prevent any mistakes that 
would discredit life insurance as an in- 
stitution.” 

Mr. Johnston said the day will come 
when there will be demanded a profes- 
sional knowledge of the business and 
qualifications undreamed of by those in 
it today. This demand is coming from 
the public and the people in the business 
are unwise if they fail to heed this call 
and meet it in advance. 

“Unless we avail ourselves of this op- 
pertunity,” he said, “there will be no 
escape from enforced regulations of the 
nature that surround qualifications for 
other professions. No prestige in our 
business will be fundamental and last- 
ing and embody success, unless it is 
founded wpon knowledge of our busi- 
ness and how life insurance will benefit 
those we make our patrons.” 


Woman Agent’s Comment 








ents #9 One of Chicago’s most successful 

-) Woman agents, Vera S. Reynolds, Equi- 
covertee table Life of New York, told the ap- 
cur at proach that sells the business woman. 
pen, the She steers clear of trick approaches and 
ncract#s Closes. Any successful approach—or 
esia at close, she said, must come from within 
s und’{@ the agent, from a deep conviction of the 
es cal'§ good which the insurance does, and not 

So much from what she says. 

ere die One problem is common to all busi- 





(CONTINUED ON LAST PAGE) 











Life Presidents’ March 
Report Most Gratifying 











New life insurance production for 
March was 19 percent more than in 
March of last year. The total for the 
first quarter of this year was 8.8 per- 
cent more than the amount for the cor- 
responding period in 1936, according to 
the Life Presidents’ report. 

Total new business written was $917,- 
780,000 against $771,311,000 during 
March, 1936. New ordinary amounted 
to $581,737,000 against $469,087,000, in- 
crease 24 percent. Industrial was $258;- 
87,000 against $246,011,000, increasé,4.9 
percent. Group was $77,956,000 against 
$56,213,000, increase 38.7 per cent. 

For the first quarter total new busi- 
ness was $2,299,881,000 against $2,114,- 
707,000, increase 8.8 percent. New or- 
dinary amounted to $1,473,904 against 
$1,335,605,000, increase 10.4 percent. In- 
dustrial was $665,723,000 against $651,- 
410,000, increase 2.2 percent. Group 
was $160,254,000 against $127,692,000, 
increase 25.5 percent. 

The total new paid-for business writ- 
ten during each of the first three months 
of 1935, 1936, and 1937 (last three ci- 
phers omitted), and percentage increases 
or decreases, are shown herewith. 


1936 1937 

over over 

1935 1936 1937 1935 1936 

Jan. .. 821,403 681,451 670,276 —17.0 —1.6 
Feb. .. 718,161 661,945 711,825 —7.8 7.5 
Mar, .. 763,907 771,311 917,780 1.0 19.0 
—8.2 8.8 


2,303,471 2,114,707 2,229,881 


Rummage Arizona Commissioner 


Roy B. Rummage is the director of 
insurance in Arizona. He succeeded 
George A. Brown last Jan. 4, but the 
fact was not generally publicized to in- 
surance people at that time. 


A. M. Wells has been appointed dis- 
trict manager of the Commonwealth 
Life in the southwest Mississippi with 
headquarters at Brookhaven, 





Professional 


Men’s Views 


Sales Clinic of Occidental Life Agency in San Francisco 
Develops Valuable Material for Life Insurance Agents 





At a sales clinic in San Francisco the 
Occidental Life agency there under 
management of Mel Nyman heard four 
professional men tell their reactions to 
life insurance solicitation. The gather- 
ing was occasioned by an article in the 
November, 1936, issue of “Insurance 
Salesman,” wherein Professor Faville of 
Leland Stanford University told of mis- 
takes of life agents in trying to sell. 
Clyde White, supervisor, was at lunch- 
eon with the four professional men, in- 
cluding Professor Faville, a dentist and 
two attorneys, and asked them to ad- 
dress the Nyman agency. 


Attorney Analyzes Strange 
Methods of Some Agents 


The first speaker was Lloyd Hummel, 
attorney, who, in answer to his own 
question, “Why Don’t I Buy Insur- 
ance?” said first is the agent who calls 
at a busy moment on a “personal mat- 
ter” and dissertates at great length and 
uninterestingly. Another type is the one 
who calls to congratulate on marriage 
or birth of a child, etc., but has his 
wires crossed. Mr. Hummel said that 
although he is unmarried he received 
six.such calls in a week congratulating 
him on birth of a son and in self de- 
fense had to get a copy of the birth 
certificate to prove it was another 
Lloyd Hummel. He characterized this 
a case of improper preparation and 
verification of information. 

Then there is the “year-older’” man, 
he said, who comes in with a doleful 
look and remarks that one is a year 
older. They base their appeal on the 
age change. “This is the only argu- 
ment they have—that I am getting older 








“Yes, ma’am.” 
ing?” 


earned?” “$100 a month.” 


Independence Square 





“HER HAND SHOOK” 


This story is told by one of our New York able women 
representatives whose daily work, she says, until a short 
time ago, had never been motivated by the heart-moving emo- 
tional experience of settling a claim. This is the story:— 


Last week I received a check from our Home Office for $1,058, 
to be paid to a woman policyholder whose Endowment had matured. 
I located her, and made an appointment to meet at my office at 4:30. 

She was a plain little woman. I said, “Are you Annie O’Brien?” 
“Are you excited?” 
ried?” “No.” “What do you do?” “I am acook.” “Are you work- 
“No, I have worked for twenty-five years, but I have been 
out of work for the last three months.” 
“That is a great deal of money,—do 
you have any money in the bank?” 
$1,058 represent your life’s earnings 
of her earnings upon her brother and his children. 

Her hand shook as she gave me her policy, and mine shook as 
I gave her her check. Never before had I so grippingly realized 
the blessedness and the needfulness of our work. 


This is a type of experience which, encountering a des- 
perate human need, touches the spirit of the underwriter 
with a fire that never is quenched. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


“Yes, ma’am.” “Are you mar- 


“How much have you 


“Very little.” “Does this 
“Yes.” She had spent all 
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—no idea of service. They make me 
feel I am getting old and decrepit and 
I actually wonder if I could pass the 
examination. The year older man never 
sells me,” Mr. Hummel said. 

Another type is the agent who asks 
to look at present policies and finds 
that they were not well selected and 
do not fill the needs. He usually coun- 
sels exchange for “a wonderful policy” 
he has. “I don’t like to be criticized 
for using my own judgment,” Mr. Hum- 
mel said. “Why doesn’t he say, ‘That’s 
a nice policy you have, but why don’t 
you buy one like it in my company?’ I 
don’t like my purchases run down.” 

Other types, he said, are the fellow 
who doesn’t take time to find out what 
he is talking about before calling (men- 
tioning a wife when there is no wife, 
etc.); the commission type, who men- 
tions a $10,000 policy and won't listen 
to taking a cent less. 

Dr. K. M. Jenkins, dentist of San 
Francisco, said dentists used to be con- 
sidered easy marks, with good incomes 
and little business sense, but to be suc- 
cessful, they have had to study eco- 
nomics and economic conditions. Yet, 
the idea persists that dentists are poor 
business men, he said, and everybody 
is working on dentists, wanting to sell 
them everything from razor blades to 
gold mines. 


Successful Dentist Is 
Called Insurance Prospect 


“The successful dentist can buy in- 
surance, he needs it and will buy it if 
you will give him a chance,” Dr. Jen- 
kins said, “but you have one obstacle 
to overcome before you see him, the 
trained dental assistant who does not 
let one salesman in to see the dentist. 
I know of one dentist who has not seen 
an insurance man in ten years. At the 
Dental Club meeting I canvassed 25 
successful men and asked, ‘What is it 
you don’t like about insurance sales- 
men?’ The universal reply was ‘I have 
never seen them, my assistant won’t let 
me be bothered.’ But all of these men 
are good insurance prospects; all can 
use insurance.” 

Dentists are no longer mere pullers 
of teeth. They have more liberal edu- 
cation. Eighty-five percent of success 
of a dentist is personality, the same as 
with salesmen, and it is personality that 
makes an impression on him. 

The average successful dentist is a 
good business man but does not have 
ready cash at all times, Dr. Jenkins 
said. He has much money in equip- 
ment. Agents are used to selling $5,000 
and $10,000 policies, but to the man not 
insurance-minded even $1,000 is a large 
sum. 

Professor Faville presented about the 
same material as that appearing in the 
“Insurance Salesman” of November, 
1936. Baldwin Vale, patent attorney, 
said life insurance is the one perfect 
economic institution. There is no valid 
argument against it, and no reason why 
every human being should not have it in 
some form. 

Snobbery dating from feudal times 
has forced merchandising and salesman- 
ship into the middle class, Mr. Vale 
said. “Whether we like it or not, the 
world is ruled by stuffed shirts. Your 
biggest policies are probably sold to 
the man of this type in executive posi- 
tions. Do not fall into the habit of 
criticizing those in superior positions; 
they may have merits that you are not 
competent to appreciate. On the other 
hand, do not treat prospects as masters, 
for they are sure to reciprocate by treat- 
ing you as slaves. You salesmen are 
honorable men selling an honorable 
service. Unfortunately, very often your 
approach is an intrusion, and you fail 
(CONTINUED ON LAST PAGE) 
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Assets Segregation Bill 
in California Is Opposed 


MOVE TERMED UNNECESSARY 





Companies Also Opposed to Extreme 
Action Because of Other States’ 
Retaliation 





Strong opposition on the part of a 
number of leading life companies has 
developed against Section 8 of senate 
bill 460 in the California legislature, 
which wotld require every life and acci- 
dent and health insurer to segregate 
from all other assets, “assets equal in 
value to the reserves required” on the 
basis of mortality tables and providing 
that holders of life contracts are pre- 
ferred creditors as to such assets. 

The bill provides life insurers in any 
statement of condition shall separately 
specify assets available only to life con- 
tracts and prohibits them from directly 
or indirectly advertising or representing 
that assets available for life insurance 
also are available for performance of 
other contracts. It provides for suspen- 
sion or revocation of company license 
for violation. 

Retaliatory provisions of other states’ 
insurance laws probably would require 
California companies to segregate assets 
for each type of business done in other 
states. The measure is sponsored by the 
insurance department. Many companies 
seem to feel that the bill would force 
them to suspend active operations in 
California, as they feel meeting the re- 
quirements would be too onerous a bur- 
den. It is not considered generally 
necessary to insure safety. The proposal 
is a direct result of the Pacific Mutual 
situation involving non-cancellable acci- 
dent and health insurance. 


Life Presidents Represented 


In the interest of these companies and 
heading the. movement to impress upon 
legislators the reasons for objection, 
B. E. Shepherd, actuary Association of 
Life Insurance Presidents, is in Cali- 
fornia. He prepared and filed an exten- 
sive brief listing the objections jointly 
with K. L. Brackett, president California 
State Life Underwriters Association, 
and Gordon Thomson, vice-president 
and actuary West Coast Life. 

The brief points out that while, “at a 
casual glance, this appears to be an ex- 
cellent theory and, while every insurance 
man would not agree that there is any 
danger in the writing of multiple lines, 
nevertheless, this ‘separation’ theory— 
as a theory—can find support.” It is 
contended that from the practical stand- 
point the provision is unnecessary, un- 
workable in practice, favors only new 
policyholders and is subject to retali- 
atory laws. The original idea of the 
bill, before being amended, has been lost, 
the brief says, continuing: “We are not 
now faced with the necessity of deciding 
whether or not the theory of single line 
is superior to the theory of multiple line 
insurance but with the fact that this 
proposal in its present form, no matter 
what may be the theory behind it, is 
impossible and impractical.” 


Might Encourage Twisting 


Future policyholders would be pre- 
ferred over present policyholders and 
the law would encourage twisting, the 
brief contends. 

The measure was amended March 9, 
redrafted later by the attorney-general’s 
office, and the opposition is offered prin- 
cipally on this redraft. 

A number of meetings on the subject 
have been held by company representa- 
tives and a large group of general agents 
and managers called upon Commis- 
sioner Carpenter at his San Francisco 
offices with the request he withdraw the 
measure. It was reported following the 
meeting Carpenter said he would take 
the proposal under advisement. Mean- 





Has Big Convention Week 


in Texas and in Mexico 











JULIAN 


PRICE 


Julian Price, president of the Jefferson 
Standard Life, had the satisfaction of 
seeing an elaborate convention program 
of his company run off smoothly in San 
Antonio and Monterrey, Mex., this 
week. About 500 attended. Convention- 
eers were in San Antonio Monday, 
Tuesday and Wednesday, then they 
went into Old Mexico for a two-day 
round of activities, returning to San 
Antonio for a breakfast session Satur- 
day. 








Will Try to Call a Halt 


on the Louisiana Raids 





Insurance commissioners or their rep- 
resentatives in the zone in which Louisi- 
ana is located, established by the Na- 
tional Association of Insurance Com- 
missioners for convention examination 
purposes, conferred with Chief Exam- 
iner Emile Bienvenue of the Louisiana 
department and other state officials and 
endeavor to get that state to comply 
with the rules of the association as to 
examinations. Louisiana refuses to ac- 
knowledge the commissioners’ body and 
sends no one to its meetings. Much 
complaint is made of its examination 
raids. It is charged the chief examiner 
has an accountancy office and _ uses his 
men for examinations to the tune of 
$25 a day. 


CONFER IN NEW ORLEANS 

NEW ORLEANS, April 15.—Meth- 
ods of examining insurance companies 
provided the topic of discussion for rep- 
resentatives from eight southern states 
attending a meeting of the National 
Association of Insurance Commission- 
ers for Zone 3, including Louisiana, 
Mississippi, Alabama, Kentucky, Ten- 
nessee, Missouri, Georgia and Florida. 
Superintendent O’Malley of Missouri, 
chairman. of the zone, presided. ‘This 
meeting is to discuss problems of inves- 
tigation, to simplify some matters and 
to get acquainted,’ Mr. O’Malley said. 
The meeting was executive. 

E. A, Conway, secretary of state and 
insurance commissioner ex- -officio, and 
Emile Bienvenue, chief examiner, repre- 
sented Louisiana. Others present were 
Williams of Mississippi, Julian of Ala- 
bama, Goodpaster of Kentucky, Mc- 
cormack of Tennessee, Wright of 
Georgia, Roberts and Talley of Florida 
and Jackson of Missouri. 











while the bill is scheduled to come be- 
fore the insurance committee of the 
Senate at Sacramento April 19. 





Engelsman Warns Against 
Overdosing with Education 


——— 


MAKE TYROS ASK QUESTIONS 





Method Clears Up Vagueness and 
Shows How Well New Man Is 
Absorbing Information 





NEW YORK, April 15.—Don’t give 
new men too much information at the 
start of their training or they will get 
mental indigestion, R. G. Engelsman, 
general agent Penn Mutual Life, New 
York City, and president New York City 
Life Underwriters Association, told the 
New York City Life Supervisors Asso- 
ciation. Mr. Engelsman, who is nation- 
ally known as a successful trainer of 
agents and author of books on life in- 
surance selling, described in detail the 
methods used in his agency. 

The new man is given one idea to 
work on when he starts with the Engels- 
man agency. Young men are taught the 
retirement income approach because 
that presumably will be the most inter- 
esting to the young unmarried men with 
whom they would normally come in 
contact. . Older agents learning about 
the business are taught the minimum 
income sales as their natural prospective 
clients are married men whose depend- 
ents need to be assured of at least suf- 
ficient income to keep them from want. 


Describes Question Method 


Much interest was displayed in Mr. 
Engelsman’s description of the question 
method. He requires new men to ask 
questions. This is done to guard against 
the ever-present danger that an instruc- 
tor, carried away with his enthusiasm 
for the subject and quite certain that 
he is making himself abundantly clear 
even to one with no life insurance ex- 
perience, will fail to get an idea across 
thoroughly and yet not be aware of it. 

Unless a new man has an extraordi- 
nary amount of curiosity and persistence 
he is usually so busy absorbing informa- 
tion that the points he failed to get are 
likely to remain forgotten. Worse still, 
he may think he knows something about 
them because he vaguely remembers 
what the instructor has told him, but 
when it comes to a showdown he finds 
that his information is so fragmentary 
that it is useless. 


Method Bars Haziness 


The question method not only brings 
out into the open the points that the 
new man is uncertain about, but it in- 
dicates far better than the subject real- 
izes how well he has absorbed what has 
been taught him. The nature of the 
questions indicates whether the instruc- 
tion is on the right track or how far it 
is missing its mark. 

Another advantage of the question 
method is that it differentiates the vari- 
ous agents according to their individual 
abilities and methods of work. After 
the original set training course is given 
in the fundamentals of life insurance in- 
formation and selling, the new men de- 
velop in various divergent ways. This 
is as it should be but the problem is to 
help each man do his best in the way 
he is best fitted to do it. 


Would Lessen Disability Load 


BOSTON, April 15.—G. M. Day, as- 
sistant manager claim department Con- 
necticut General Life, Hartford, ad- 
dressed the Boston Life & Accident 
Claim Association on permanent disabil- 
ity claims. He outlined the rehabilitation 
work of life companies and advocated 
more interest in finding part-time or 
easy work for neurotics, to lessen the 
heavy burden in indemnity for perma- 
nent disability. 


Use the accident approach and get more 
business. Read Accident & Health Re- 
view, $2 a year for details. 175 W. Jack- 
son, Chicago. 





Announce Program of the 





Southern Round Tabk ; 
‘ 


NOVEL EXHIBITS ARRANGE 








Organization to Convene in Nashvil} 


Karl Ljung, Jefferson Standard, 
Has Charge of Arrangements 





Karl Ljung, chairman and _assistan 
secretary Jefferson Standard Life,, ap. 
nounced the following program for th 
Southern Round Table, which will mee 
at the Hermitage hotel, Nashville, Tenn, 
May 6-7: ; 

“Why You Are Here,” Emmett Ry. 
sell, Jr., ordinary underwriter Life 
Casualty; “The 1937 Round Table,” Mr 
Ljung; “Our Association,” C. C. Flem. 
ing, editor, Life of Virginia, president, 
Life Advertisers Association; “‘I’ll Tel 
the World,” Rex Magee, advertising 
manager Lamar Life; “Review of Ey. 
hibits,’ Bart Leiper, manager, advertis. 
ing and sales promotion, Provident Life 
& Accident; “Conservation Round T:- 
ble,” J. R. Adams, assistant secretary, 
Liberty National Life. 

“Getting Publicity for Your Agents 
and Agency,” O. P. Schnabel, San An. 
tonio manager, Jefferson. Standard; “Ej. 
fective Sales Campaign,” W. L. Jessup, 
manager sales Promotion and advertis. 
ing Pilot Life; “Work Plan for Agents,” 
John Murphy, supervisor, Life of Vir. 
ginia. 

“Training Through Study,” C. B. 
MacPhail, advertising manager, Great 
American Life; “Getting Agents to Use 
Our Material,” Sam Hay, Jr., agency 
director, Great Southern Life. 

“Behind the Scenes in Radio,” E. M. 
Kirby, sales promotion manager, Na- 
tional Life & Accident; “Artistry in 
Mimeographing,” F. R. Brauer, adver- 
tising manager Home Beneficial; “Do 
Campaigns Get Justifiable Results,” J. 
M. Ehle, advertising manager Imperial 
Life; “Life Insurance Week,” ‘C. T. Ste- 
ven, Phoenix Mutual Life; “A New 
Angle to an Old Problem,” K. R. Mill- 
er, consultant Life Insurance Sales Re- 
search Bureau. 

Bart Leiper, chairman exhibits com- 
mittee, has completed plans or an out- 
standing exhibit and one that will be 
unusually interesting since only material 
developed since Jan. 1, 1936, is to be 
included in competition. Judges will be 
named later. Emmett Russell, vice- 
chairman Southern Round Table, is also 
entertainment chairman and plans have 
been made in cooperation with his com- 
-_ and the National Life and Acci- 
ent. 


Eight Years Prison, Fine 
of $12,000 for Littlejohn 


A. C, Littlejohn, who was found on 
by a federal court jury in Springfield, 
Ill, March 24 of using the mails to de- 
fraud in connection with the operation 
of the National Aid Society of Spring- 
field, has now been sentenced by Judge 
Major to eight years in prison and has 
been fined $12,000, plus court costs 
amounting to about $19,000. H. C. Rob- 
inson, who was affiliated with Littlejohn, 
was sentenced to two years in prison 
and fined $1,200. Pending disposition 
of appeal to the United States circuit 
court of appeals, Littlejohn is free un- 
der $15,000 bond and Robinson under 
$5,000 bond. 





Montana Solons Adjourn; 
Increase Insurance Tax 





The Montana legislature, which 's 
now adjourned, passed a bill increasing 
the license tax on Montana net income 
of all corporations from 2 to 3 percent. 
All classes of insurers are affected. 

The governor has vetoed the bill to 
create a separate insurance department, 
apart from the office of state auditor. 
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LIFE INSURANCE EDITION 











Jee is an FETNA AccipENT Po icy 
for EVERY member of the family 


OR FATHER, who provides the family’s income, and who 
needs the most complete Accident Insurance obtainable, the 
Etna Ideal Accident Policy provides payment for loss of time, 


life, limbs or sight, and hospital, medical and surgical expense. 





OR MOTHER, upon whom rests a large share of the 

family’s responsibilities and who daily runs. many risks of 
accidental injury, there is an Atna Accident policy that pays for 
loss of limbs or sight and reimburses for hospital, medical and 
surgical expense. . 





OR SON, aged 16° or over, whether away at college or at 
home, there is an AEtna Accident policy that will assure him 
the best of hospital, medical and surgical care and will pay for 


loss of limbs or sight as well if he should be injured in accident. 


OR DAUGHTER, aged 16 or over, who is constantly run- 
ning many risks of accidental injury at home or away at 
school, there is an AEtna Accident Policy providing payment for 


loss of limbs, sight and for hospital, medical and surgical expense. 





ETNA LIFE INSURANCE COMPANY 
R D CON T 
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THE WEEK IN INSURANCE 

































Sales congress in Indianapolis Friday 
and midyear meeting of National As- 
sociation of Life Underwriters in the 
same city Saturday will attract several 
hundred to that city over the week end. 

Pagel 
* * * 


Mutual Benefit Life, at annual conven- 
tion, announces new training course 
based on intensive schooling in sales 
skills. Pagel 

- * *k * 


Boston supervisors hear from expert 
position finder about “bogies” that keep 
men from entering life agency field. 

same: Pagel 
a 


Program of Southern Round Table at 
Nashville, May 6-7, is announced. 
Page 4 
* * * 


Testimonial dinner in New York for 
Deputy Commissioner Gough of New 
Jersey is attended by more than 1,600. 

if Page 10 


Lower house of Illinois legislature is 
now giving consideration to Mlinois in- 
surance code bill, since the measure 
passed the senate by a vote of 39 to 3. 

Page 8 
* * * 


Speakers are announced for the insur- 
ance division of the U. S. Chamber of 
Commerce conference in Washington, 
D. C., April 27. Page 6 





Insurance commissioners endeavor to 
call a halt on Louisiana’s examination 
raids. é a Page 4 


Large turnout at Chicago sales con- 
gress hears several prominent speakers 
in sales educational and _ inspiration 
talks. Page 3 

* * * 

Managing Director R. B. Hull of Na- 
tional Association of Life Underwriters 
will address a number of meetings held 
jointly with service or civic organiza- 
tions. a Page7 


Elucidation is made of the Columbus 
Mutual agency profit sharing plan to 


increase ae = policy Pages 


Keep training courses simple and 
make new men ask questions to reveal 
how much they are absorbing, R. G. 
Engelsman urges New York City life 
supervisors. oe Page 4 


Program announced for meeting of 
Home Office Life Underwriters Associa- 
tion in waionEe 97 ie Pagel 


Wisconsin insurance department shows 
new business written by companies 
licensed in the state and the amount in 
force last year. ae Page 12 


Sound sales advice given by insurance 
notables at Kansas City sales congress. 
Page 27 





New Bankers Life Agent 


in Texas Sets Fast Pace 





DES MOINES, April 15.— 
Leon D. Northcutt of Longview, 
Tex., joined the Dallas, Tex., 
agency of Bankers Life of Des 
Moines in February. In March 
Mr. Northcutt was top man of the 
company in two successive weeks’ 
production, with $40,000 in new 
business each week. The third 
week in March, he was among the 
first ten agents with a total in 
new business of $21,000. Before 
joining the agency he had never 
sold insurance, 











Have Joint Meeting 


Holding their first joint meeting since 
organization, the Life Managers & Gen- 
eral Agents Associations of Hartford 
and New Haven met in New Haven. 
H. M. Holderness, vice-president Con- 
necticut Mutual Life, spoke on “Agency 
Supervisory Problems.” J. H. Thomp- 
son, general agent Connecticut Mutual 
Life, president Hartford association, 
spoke on purposes of the associations. 









Welcome 



















pleasant and resultful. 


LIFE INSURANCE LEADERS 


To the Trustees of the National Association of Life Underwriters and other insurance 
leaders who assemble this week in mid-year meeting,—Greetings and Hearty Welcome to 
INDIANAPOLIS, the City whose name we bear. 


May your stay in our Home City, one of the leading insurance centers in America, be 


THE INDIANAPOLIS LIFE joins with you in pointing with pride to the record of the In- 
stitution of Life Insurance through the years. 
In keeping with the best in Life Insurance, and outstanding in its record of progress, stands 
the INDIANAPOLIS LIFE INSURANCE COMPANY, — A LEGAL RESERVE, MUTUAL 
COMPANY, organized in 1905. 


















REMARKABLE SEVEN YEAR RECORD 
From December 31, 1929 to December 31, 1936 


ASSETS INCREASED 78.4% 
Assets, Dec. 31, 1929.............. $10,455,621.25 
Assets, Dec. 31, 1936.............. 18,649,487.22 

NE et ecg teh eae 8,193,865.97 

SURPLUS INCREASED 89.8% 


Surplus, Dec. 31, 1929.............. 647,030.55 
Regen; Gee, 31; 1996. 2.005. 08s... 1,228,580.25 
Ee ee 581,549.70 








these seven years. 


Now Exceeds 


Edward B. Raub, President . 









INSURANCE IN FORCE (paid basis) 


er er ry 


An addition to these gains, the Company paid $11,314,144.58 to Policyholders and Beneficiaries during 


$101,300,000.00 


INDIANAPOLIS LIFE INSURANCE COMPANY 


A. LeRoy Portteus, Vice-Pres. 
AGENCY OPPORTUNITIES IN 


Indiana, Illinois, Ohio, Texas, lowa, Michigan, Minnesota, North Carolina, California, Florida. 


The GAIN IN INSURANCE IN FORCE 
in 1936, exceeded...... 


5,000,000.00 


A. H. Kahler, Supt. of Agents 














Insurance Speakers Listed 
for Washington Confereng 
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J. C. HARDING WILL PRESIDE} 





O. J. Arnold, Commissioner Blackall 


and P. D. Betterley Will Be Speak. 
ers at U. S. Chamber Meeting 


WASHINGTON, April 
prominent speakers will lead the discus. 
sion of current insurance problems at g 
special round table conference to be 
held in connection with the annual 
meeting of the U. S. Chamber of Com. 
merce here April 26-29. The insurance 
conference will be held on April 27, be. 
ginning with a luncheon at 1 o'clock 

The speakers are: O. J. Arnold, presi 
dent Northwestern National Life, “In. 
vestment Policies of Life Insurance 
Companies;” John C, Blackall, Connecti. 
cut insurance commissioner, “Increasing 
Uniformity in State Supervision and 
Regulation of Insurance;” P. D. Better. 
ley, assistant treasurer Graton & Knight 
Company, Worcester, Mass., “Recent 
Developments in Workmen's Compen- 
sation Legislation and Their Practical 
Effects.” Mr. Betterley is a business 
man who has made a special study of in- 
surance problems. He has recently pub. 
lished a volume, “Buying Insurance,’ 
and has served as chairman of the in- 
surance section of the American Man- 
agement Association. 

John C. Harding of Chicago, resident 
executive vice-president Springfield Fire 
& Marine and a director of the national 
chamber, will preside at the round table 
conference. 

Another feature of the chamber’s an- 
nual meeting of particular interest to 
those engaged in insurance will be pres- 
entation of awards in the health and 
fire waste contests. The city and rural 
health conservation contest awards will 
be presented April 26 by Dr. A. T. Mc- 
Cormack, president-elect of the Ameri- 
can Public Health Association and state 
health officer of Kentucky. Awards will 
be presented to the winners in the 1936 
inter-chamber fire waste contest by Jo- 
seph Evans, vice-president of the na- 
tional chamber and head of Evans & 
Co., Houston. 


Boom Ray Hodges for Job 


as a National Trustee 





Ray Hodges, Cincinnati manager 
Ohio National Life, has been endorsed 
by both the Ohio Association of Life 
Underwriters and the Cincinnati Life 
Underwriters Association for trustee of 
the National association. Mr. Hodges 
has been in association activities mally 
years. He is a leading producer and has 
built a strong agency in the Ohio Na- 
tional’s home city. L 

He has been in the business since 
1922. He has been manager of the 
home office agency since 1928. He 3s 
a C. L. U. Among his many activities 
in the local, state and national associa- 
tions, he was president Ohio association 
1935-1936, secretary-treasurer Cincinnati 
association 1929-1930, president 1931- 
1932, has been national committeeman 
since 1933, is chairman of the law and 
fegislation committee. He has been 4 
member of the educational committe¢ 
and committee to cooperate with law- 
yers of the National association. He 
was president of the General Agents and 
Managers Round Table, 1931. 


Ohio State’s Agency Leaders 


The Akron agency of the Ohio State 
Life ranks first in volume of insurancé 
written the first three months of this 
year. Pittsburgh is second, Columbus 
rel Cleveland fourth and Marion, O., 
fifth. 


F. R. Pollard, Rock Island, II1., district 
agent of the Bankers Life of Iowa, die¢- 





15.—Three x 


Pe Mh cai Deat FS la) Sedat 


pies sata 











RENAE SS Ng NSE REALISE ITF ASR OOS St AE 2 bea UN EEE RE 



















6, 1937 


—=—= 


ed 


erence 
-ESIDE 


Blackall 


Peak. 


pril 16, 1937 


LIFE INSURANCE EDITION 












ull to Address Many Joint 
Meetings on His Spring Trip 









UTS MESSAGE BEFORE PUBLIC 












olgar Johnson, Educational Chairman, 
Has Suggested That Local Associa- 
tions Invite Various Groups 














The rise in farm incomes is the 
and one result has been 
real estate values as 





in the evening to good advantage and 
has a wholesome influence on your 
membership and is often worth more 
than just a so-called sales meeting. 

c. Use home-office executives and or- 
ganization officials, or influential policy- 
holders who can give a life insurance 
message. 

d. Don’t fail to capitalize on publicity. 
Your local press will give you more 
space for such a “public” gathering. If 
you are not securing good cooperation 


years. 
chief basis, 
to stiffen urban 
well. 


Oppose Savings Bank Plan 

PROVIDENCE, R. IL. April 15.—A 
bill permitting savings banks to write 
life insurance has been adversely re- 
ported by the judiciary committee of 
the Rhode Island legislature. The meas- 
ure was subject to adverse criticism 


A Gambler’s Chance 


The U. S. spends $6,600,000,000 
a year on the great American 
avocation of gambling, according 
to an estimate by “American 
Business.” It shows $500,000,000 
legally wagered at the race tracks, 
$1,500,000,000 additional through 
bookmakers, $1,000,000,000 for 
sweepstakes and $100,000,000 on 


























from your newspapers, write to national 
headquarters, stating your problem. 
Frank Summers’ committee on publicity 
has some real “dope” to give you. 

e. Plan at least one “public meeting” 
every year. Make it worth while. 


Farm Market Stiffened 


OMAHA, NEB., April 15.—Expert 
opinion offered at the convention of real 
estate boards for the north central area 
was to the effect that the policy of many 
life companies in withholding from the 
market most of their large holdings of 
farm lands taken over by foreclosure 
and deeds from mortgagors had given 
a vitality and an economic soundness to 
that market not known in the last ten 
years. This has permitted a normal 
market, with the result that both sales 
and values have increased in the face 
of a greater demand than for several 





by M. J. Cummings, chief of the Rhode 
Island division of banking and insur- 
ance. Mr. Cummings declared: “There 
is no widespread demand for insurance 
of this type; that any savings, real or 
alleged, are largely fictitious, as they are 


tip-sheets.. Life insurance pre- 
miums total $3,500,000,000 or not 
much over one-half of what is 
spent on the horses.—Western & 
Southern. 





at the expense of the general public; 





that it encourages an undesirable sit- 
uation in the creation of mongrel insti- 
tutions whose insurance operations ap- 
parently have not met with public com- 
mendation and support; that it tends to 
create an atmosphere of falsity as to 
real costs and an apportionment of ex- 
penses among the various factors in- 
volved; that it has failed to reach and 
help the class for whose benefit it was 
conceived; while, at the same time, 
benefiting a class who do not stand in 
need of it; that under the cloak of. a 
public benefaction it is a drain upon 
the public funds; that it tends, although 





apparently with no great degree of suc- 
cess, to penalize private industry 
through means and practices that are 
seemingly unfair and discriminatory.” 


J. N. Becker Is Dead 


J. N. Becker, Kansas’ City, insurance 
broker since 1914, and district super- 
visor and record keeper Maccabees since 
1911, died there of heart disease at the 
He was widely known in 
politics, having been active in the Shan- 
non faction of the Democratic party 
there, and also German societies. 


age of 64. 











ing ‘ 
| NEW YORK, April 15.—Quite a few 
—Three feof the many meetings which Managing 
discus. @ Director R. B. Hull of the National As- 
Ms at a Msociation of Life Underwriters will ad- 
to be feadress on his speaking tour April 23- 
annual May 19 will be held jointly with Rotary, 
f Com. |ekiwanis or chamber of commerce 
surance fe StOUPS, OF with lawyers and trust officer 
27 be. Megroups. In a bulletin recently sent out 
o'clock pt local associations by Holgar J. John- 
{ presi. ison, general agent Penn Mutual Life, 
fe “Tn [eeittsburgh, chairman National associa- 
surance je tion’s educational committee, Mr. John- 
nnect;. es" pointed out that “more is being done 
Teasing (ee ttis year in the way of bringing life in- 
yn and fe surance to the attention of the general 
Better. |e public through meetings attended by 
Knight Sothers than life underwriters. ; 
‘Recent Mr. Hull's itinerary is: April 23, 
ompen- fp ithaca, N. Y., joint meeting with bar 
ractical (2ss0ciation, trust officers and students 
usiness fet the Cornell Law School; April 28, 
of ine (Madison, Wis., joint meeting with the 
ly pub- fe School of Commerce of the University 
tance” eo! Wisconsin; April 30, South Dakota 
the fe "state sales congress at Huron, S. D.; 
Man. fe May 1, Illinois state sales congress, Au- 
: ‘rora; May 3, Danville (Ill.) associa- 
esident Me tion; May 4, Decatur, Ill.; May 5, 
id Fire | Springfield, Iil., at noon and Quincy, 
ational fe Ii., in the evening; May 6, Omaha at 
1 table je 200" and Sioux City, Ia., in the evening; 
"May 7, Des Moines, joint meeting’ with 

sn the chamber of commerce at noon; Ma- 
est to fe 900 City, Ia., that evening. 
. pres- To Davenport Sales Congress 
h and | May 8 will take Mr. Hull to Daven- 
| tural F port, Ia. for the local association’s sales 
s will congress; May 10, Benton Harbor, 
. Mc F Mich, at noon; Grand Rapids, Mich., 
\meri » evening; May 11, Flint, Mich., at noon; 
| state | Saginaw, Mich., that evening; May 14, 
is will » Wilkes-Barre, Pa.; May 15, Cumber- 
> 1936 fF) land, Md.; May 19, Fall River, Mass., 
y Jo- | where Mr. Hull will address three differ- 
€ na- nt high school assemblies. 
ns & Though Mr. Hull always stresses the 


| stake the public has in the institution 
_ of life insurance and disclaims any in- 
' tention of selling life insurance itself, a 
'member of the audience where he re- 





istee | cently addressed a meeting held jointly 
' with non-insurance people, was heard 
naget _ to remark to him after the meeting, 
anak You said you weren’t interested in 
Life selling life insurance, but you don’t 
Life eons now much you have sold here 
f s ay. 
tee } Chairman Johnson of the educational 
many | Committee made the following specific 
{has | SUsgestions in his bulletin on holding 
“Na. |) Joint meetings with service clubs, cham- 
i bers of commerce and the like: 
_ 5 Lists Specific Suggestions 
_ . :. 1. Plan a meeting to which you will 
ities Invite, as guests of your association, the 
oc. —— of: a service club, a chamber 
salen : or commerce, a men’s club, a bar asso- 
nati ciation, ministers or a medical associa- 
931- Hoa. But get a large group. Or 
a a Interest some such organization in 
and | SPORsoring, jointly with you, a life in- 
ee surance speaker. Or; 
ittee : Handpick” certain prominent and 
bw- © th uential policyholders and prospects, 
He | ‘rough the personal invitation of your 
and | Members, in connection with any meet- 
ing at which you are going to have a 
: speaker who will say something of gen- 
» eral interest. Perhaps you should issue 
: tickets to your members for selected 
cate fe People, so as to build your attendance. 
‘nce | Certain factors to be kept in mind: 
this ‘ - Be sure that the speaker whom you 
:bus pasa to such a meeting—especially, un- 
0, Tor (1) and (2) is truly representative 
» of life insurance, and has a message 
e which will interest the public. 








b. Such a meeting can often be held 











OUR 50th YEAR 








The first quarter’s gain in paid 
business is only the opening evidence 
‘that our fiftieth anniversary celebration 
is helping representatives to make money. 
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Much Interest Taken in 
Columbus Mutual Plan 





Much interest is taken by -life com- 
pany officials and agents as to the plan 
that the Columbus Mutual Life has 
worked out to encourage its salesmen 
to increase the average size of policies. 
It is establishing a participating or 
agency profit sharing fund. It finds 
what the average size policy of each 
agent is and therefore if he is able to 
increase the average size of an applica- 
tion he receives so many credit points 
and if not he is penalized. The plan 
was devised by Sales Manager J. A. 
Preston. He felt that rather than hold 
a threat over the heads of agents that 
the company might have to increase 
premiums or reduce commissions unless 
the average size of cases were increased, 
it would be more effective to offer men 
an opportunity to share in the addi- 
tional profits that their business will 
earn for the company if they do in- 
crease the size of their average sales. 


Certain Constant Items 


When Mr. Preston began to have cal- 
culations made he realized that there 
are certain items of expense that remain 
constant regardless of size of the case 
such as medical and inspection fees and 
home office overhead. These are related 
to cases rather than to thousands of in- 
surance. He saw that if the cases sub- 
mitted were twice as large as they are, 
although it would cost the company just 
as much in medical and inspection fees 
and in home office overhead, the cost 
per thousand dollars of insurance would 
be cut in half. If an agent doubles the 
size of his case it cuts the per thousand 
cost of these items on his business in 
half. Under the Columbus Mutual plan 
a very substantial part of this saving 
is passed along to the agent who does 
increase his cases. 


Can Purchase Merchandise 


A unique feature in the plan is that 
when the distribution is made an agent 
is given the privilege of purchasing what 
his dividends will buy in merchandise 
from a catalogue submitted by the com- 
pany at rates considerably below what 
one would have to pay if it were pur- 
chased at a store. Thus if he has $100 
to his credit he can buy what: might be 
about $150 in merchandise. If he de- 
sires the cash that will be given him. 
The average size of the Columbus Mu- 
tual case is $2,000. The real idea is to 
give the agents an opportunity to par- 
ticipate in the savings the same as the 
company. An agent is obliged to sub- 
mit at least one case a month or he will 
not be a participant. 


Illustration Is 


The Columbus Mutual is computing 
individual averages of about 150 agents. 
The computation shows their actuarial 
average rather than mathematical. Sup- 
pose, for instance, a man has an aver- 
age of $2,000. When he submits a case 
for $2,500 he will receive a dividend no- 
tice attached to the policy when it is 
sent for delivery, announcing the num- 
ber of credit points. For instance, he 
will get 500 dividend credits because the 
case is $500 better than his average. 
Then when he submits a case for $1,800, 
which is $200 below his average, he will 
receive a debit statement on a different 
colored certificate showing 200 points re- 
duction. Considering these two cases 
together he has increased his average by 
$300 and so has $300 net dividend credit. 

The averages can only be determined 
once a year. If at the end of the year 
he has shown an increase of $300 per 
case and if he has paid for 20 cases he 
has accumulated 6,000 dividend credits. 
This means then that the Columbus Mu- 
tual has received $6,000 additional busi- 
ness from this agent on which it has 


Given 


has it incurred any additional home of- 
fice cost. Net dividends will be declared 
Dec. 1. Therefore, this first year will 
have in it only eight months. In order 
to receive net dividend credits a man 
must pay for a minimum of one case a 
month or eight cases this first year be- 
cause there will be only eight months to 
run, The Columbus Mutual is a par- 
ticipating company and in this agent’s 
profit sharing plan it gives the salesman 
an opportunity to participate in the 
profits. 


Matter Is Up to the Field Men 


It calls attenticn to the fact that the 
simplest way to insure future dividend 
increases is by reducing the acquisition 
expense. The home office exercises no 
control over the size of policies. Only 
the field force determines that figure. 
The field force is thus given a remedy 
to cure a situation. A man can save 
enough money for the company by in- 
creasing the size of his cases so that the 
saving can be the equivalent of either 
one-fourth of 1 percent, one-half of 1 
percent, 1%4 percent earnings on the as- 
sets. Therefore during these days when 
investment earnings are down _ the 
agency force by saving the company as 
much as 1 percent on its assets is actu- 
ally earning money for it just as invest- 
ments earn money. 


Preston Has Confidence 


Those agents that do not contribute to 
the earnings by increasing the size of 
their cases of course receive no divi- 
dends. If only a few agents increase 
their cases, but most of them do not and 
the average is not improved, then the 
plan will result only in an additional ex- 
pense and should not be continued. 
However, Sales Manager J. A. Preston 
has supreme confidence in the character 
of life insurance men as a whole and the 
Columbus Mutual agents in particular. 
He believes that they will recognize the 
possibilities of the plan and will rise 
to it. 

The Columbus Mutual is not particu- 
larly interested in getting big cases nor 
is it urging its men to oversell anyone. 
Owing to the fact that premium rates 
are quoted on the basis of $1,000, the 
average salesman according to Sales 
Manager Preston tends to make his 
presentation and quotation on that basis. 
If an agent learns to make his presen- 
tation on definite and specific human 
needs and desires, Mr. Preston believes 
that a company would receive instead of 
$1,000 cases those for $1,184 or $1,200 
or $1,632 or $2,876 or figures akin to 
these. 


Should Sell According to Needs 


He calls attention to the fact that the 
needs of men, women and children do 
not limit themselves to even thousands 
or five hundreds. His own experience 
and that of hundreds of other insurance 
salesmen with whom he has come in 
contact has definitely proved that it is 
easier to make a sale that will provide 
$100 a month for 12 months or that 
would provide a lump sum settlement of 
$500 and $75 a month for 12 months 
than it is to sell a $1,000 policy just be- 
cause the agent. wants to sell a $1,000 
policy. It is the hope of the Columbus 
Mutual that as a result of calling atten- 
tion to the importance of larger cases 
more and more that salesmen will de- 
sire to increase their averages. Mr. 
Preston recognizes that it is an educa- 
tional project and knows that it will take 
several years before the majority of the 
agents will adapt themselves to modern 
life insurance selling. 

The Columbus Mutual selects Dec. 1 
for the distribution date because the 
minds of most men are turned to mer- 





Pop-Eye Spinach Statue 
Is Unveiled by Life Man 











‘ 





oO, P. SCHNABEL, San Antonio 


O. P. Schnabel of San Antonio, man- 
ager of the Jefferson Standard Life, 
who will give an address before the 
Southern Round Table of the Life Ad- 
vertisers Association at its annual meet- 
ing at Nashville, is one of the outstand- 
ing life men of Texas. He is very re- 
sourceful. He made a suggestion a year 
ago to the Crystal City, Tex., chamber 
of commerce that it erect a statue of 
“Pop-Eye” and dedicate it to E. C. 
Segar, creator of the “‘Pop-Eye” cartoons. 
Crystal City, Tex., is known as the 
spinach capital of the world. Mr. 
Schnabel declares that Segar’s cartoon 
of ‘“Pop-Eye” getting superhuman 
strength from eating spinach had done 
more to make children “spinach : con- 
scious” than any other medium in the 
world. Funds were collected for the 
erection of a monument and during the 
annual spinach festival at Crystal City 
the monument was unveiled. Mr. 
Schnabel was the honor guest and made 
the presentation of the statue. 








Block Effort to Sidetrack 


Reorganization in Oklahoma 





OKLAHOMA CITY, April 15.— 
Efforts to permit the Oklahoma insur- 
ance board reorganization bill to die in 
committee were blocked when the house 
voted to take it out of the insurance 
committee and appoint a committee of 
five to proceed with the investigation. 
The measure proposes to eliminate the 


‘office of secretary of the insurance board 


and to make the attorney general third 
member of the board to serve with 
Commissioner Read and State Fire 
Marshal Theimer, 

In the meantime the special commit- 
tee named by the senate to look into the 
insurance department and the conduct 
of insurance business by companies is 
actively proceeding with its investiga- 
tion. 








Christmas holidays and the giving of 
presents. A man who does a good job 
will have enough net dividend credits 
to make practically all of his Christmas 
purchases out of the catalogue. The 
company selected this date rather than 
the end of the agency year, which is 
March 31, because it did not want to 
conflict with its annual bonus distribu- 
tion which is based on volume of busi- 
ness. Mr. Preston looks upon this plan 
as a step in the direction of the mu- 
tualization of an agency force. 


The Wisconsin National Life’s Milwau- 
Caswell block to the Empire building 








paid no additional examination fees nor 


chandise at that time owing to the 


April 17. William Stolz is district rep- 
resentative. 


kee downtown office will move from the |. 


Illinois Code, with Senate 
O. K., Now in Hands of Houg 





PUBLIC HEARINGS NEXT WEE, 





Same Interests Are Expected to Rene 
Their Pleas for Special 
Consideration 





The Illinois insurance code bill, having 
passed the senate last week by th 
decisive margin of 39 to 3, is now jy 
the hands of the insurance committe 
of the lower house, which is schedule 
to hold executive hearings on the mea. 
ure this week. According to presen 
intentions, public hearings will be hel 
next week. Most observers believe tha 
the way is now paved for final approya 
of this measure which has been a sy). 
ject of almost constant discussion an¢ 
controversy in Illinois and __ indee 
throughout the country for about thre 
years. 

The expectation is that the sam 
interests that sought special consider. 
tion will renew their pleas before the 
house. 

Special treatment is being sought by 
the Tri-State Counties Mutual Lif 
Association of Macomb, IIl. This cor- 
cern is promoting an amendment t 
exempt from the provisions of the cod 
and to remove from the jurisdiction o 
the insurance department those rate: 
nals that have been in business 2; 
years or more. If this should pass, i 
would mean that about 70 fraternal 
would be removed from the jurisdiction 
of the department. 


Small Is General Agent 


H. J. Small has been made generd 
agent of the United Life & Acciden: 
in Worcester, Mass. He has been z 
representative there of the Security M- 
tual Life. 





Historical Pageant for | 








PITTSBURGH, April 15.—J. 
Jamison, executive vice-president Re- 
liance Life, general chairman of the 1937 
Pennsylvania Insurance Days of the Ir- 


announced the chairmen of the cor- 
mittees arranging the convention here 
June 3-5. 

They are: Finance, H. A. Yates, vict- 
president National Union Fire; banqut:. 
F. S. Kauffman, Travelers; registration 


events, A. F. Moelter? entertainment. 
Francis Tapitch, president Pensylvanz 
Fraternal Congress; program, H. \ 
Teamer, secretary - manager Insurance 
Federation of Pennsylvania; receptior. 
J. H. Reiman, president Knights Lie. 
and publicity, E. S. Banks, Philadelphia 
R. C. Kneil, Reliance Life, is secretary 
of the convention committee. 

A pageant will be staged by the I:- 
surance Federation of Pennsylvania 0s 
the first evening of its annual meeting 


‘The scene on the bank of the Monor 


gahela River, Sept. 24, 1757, will be re 
enacted when the French and their Ir 
dian allies set fire to Fort Duquesne be 
fore the advancing troops of the Britis? 
General Forbes. The fort actually 
burned to ashes but in the pageat 
Benjamin Franklin and his Union Fire 
Company will come to the rescue, 2s the 
town crier sounds the alarm with, his 
fire rattle. The portrayers of Americas 
first organized group of volunteer firt 
fighters will spring into ‘action wt 
their hand pumper and leather buckets 


‘and conquer the blaze. 


This spectacle will climax Conserve 
tion. of Property Day and. 1,000 fire 


fighters will parade. 


The theme of the federation’s convet- 
tion is the conservation of life and prof 





erty. 


Pennsylvania Gathering | . 


surance Federation of Pennsylvania, has, 





and reservations, J. C. ‘Murray; speci 7 
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efferson Standard Texas 
Rally Attended by 500 





CTIVITIES ARE DIVERSIFIED 
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onventioneers, Headed by President 
Price, Hold Forth in San Antonio, 
Then Go to Mexico 

























© 0. P. Schnabel, San Antonio manager 
jefferson Standard, and Karl Ljung, as- 
jstant secretary, went to Austin Mon- 
tfeaday morning to meet a special train car- 
ying Jefferson Standard representa- 
hives who arrived in San Antonio that 
aiternoon for a three-day convention. 
Mayor Miller of Austin, and chamber 
ff commerce Officials boarded the train 
at Austin to exchange greetings with 
President Julian Price and other offi- 
Pcials. About 500 leaders are attending. 
A Mexican donkey and cart conveyed 
Mr. Price and Mr. Schnabel from the 
"San Antonio station to the convention 
"hotel. The others paraded to the hotel. 
The first event was a program of en- 
Htertainment Monday evening. 


Perkins Presiding Officer 


| The first business session was held 

Tuesday morning. A. R. Perkins, 
Sagency manager, presided at all business 
/ meetings. O. Sam Cummings, general 
Pagent Kansas City Life, Dallas, and 
'Horace R. Smith, Jefferson Standard 
/ manager in Houston, were the principal 
speakers. Addresses of welcome were 
made by Mayor Quin, Mr. Schnabel, and 
V. P. Fogarty of the San Antonio 
agency. 

Following the business session, R. M. 
White, Dallas general agent, and” Jack 
Fenton, Fort Worth, were required to 
ride donkeys in the hotel lobby since 


i Yeas nn eS 


RAGS OE 


a FP their combined agencies were defeated 


f by the San Antonio agency. They con- 
tinued their ride to another hotel, fol- 
lowed by Horace Reynolds and Charles 
Windell, cashiers, as stable sergeants. 
M. A. White, superintendent of agencies, 
was required to carry a stable broom, 
due to the fact he was betting on the | 
Dallas and Fort Worth agencies. 

Mr. Ljung rode a white horse with 
Schnabel because he won his bet on San | 
Antonio. A motorcycle escort headed 









Ve es se 


[) banners pertaining to the donkey ride 

















. Quin and Governor Allred. 









m preceded. The entire convention took 
part. Mr. Schnabel and Mr. Ljung were 
greeted and congratulated by Mayor 


Allred Principal Speaker 


Gov. Allred was the principal speaker 
at a luncheon Tuesday. Presidents of 
various civic organizations of San An- 
tonio were special guests. The governor 


Schnabel was toastmaster. 

Tuesday night the visitors were en- 
tertained with a “Night in Mexico” in 
an out-of-doors space. 
Mexican orchestra, 2 Mexican 
and dancing. 

Another business session was held 
Wednesday morning. Mrs. J. C. For- 
tune, star woman producer at Dallas, 
spoke on “The Agent’s Program.” The 


the parade, > , ? 
es and six Mexican boys with | in the status of facts outside of his con- 





| 


morning and, after a group breakfast in 
San Antonio, the convention will be 
officially adjourned. 

Mr. Perkins thanked the agency force 
for the record of 1936. He stated 1937 
prospects are bright for greater pro- 


duction. He paid tribute to leading pro- 
ducers. ; 
Mayor Quin praised the agent’s 


work saying it provides social security. 
Mr. Price presented service pins. | 
Joe Webster, Greensboro, N. C., paid 
tribute to company officials. Board di- 
Officials rec- 


rectors were presented. 

ognized individual agents and Karl 

Ljung, conservation manager. 
Luncheon speakers were George 

Clark, Governor Allred, Secretary R. L. 
Zottitt of the Texas highway com- 

mission. 


Insurable Interest Point 
in Business Is Interesting 


There seems now to be some confu- 
sion among life agents as to the ques- 
tion of insurable interest of a corpora- 
tion on the life of an employe on whom 
business insurance was carried but who 
severed his connection with the concern, 
The rule, attorneys say, is quite well 
settled as a matter of law and court in- 
terpretation that the business house con- 
tinues to have an insurable interest in 
the employe’s life after the business con- 
nection is severed. So far as can be 
learned this is true without exception 
throughout the United States save in 
Wisconsin where there is a statutory 
stipulation that consent to continue the 
insurance and pay the premium after the 
employe quits must be secured from 
stockholders representing 80 percent of 
the stock. 


The confusion in the minds of agents 


arises over the fact that business insur- 
ance is taken to reimburse the company 
for loss of a key man through death. It 
would seem that if this man were lost 
by resignation or any means other than 
death a life insurance policy could not 
properly apply. 

However, the general rule reaches back 
| into general statutory and common law. 
It is founded on a matter of public pol- 
| icy, namely that when a contract is en- 


tered into in good faith by one of the | 
who has carried out its provi- | 
sions conscientiously, he should not lose | 


parties, 
the benefits thereof because of cHanges 


trol. 
The same rule is found applied gen- 





dw 





erally by courts in considering insurable | 


interest in personal life insurance. Courts 


| have found many times that even though 


| and right of 


was presented by Judge Bobbitt. Mr. | 


there was a divorce the wife or other 
beneficiary still had an insurable interest 
action. 


Burlington Congress Program 


BURLINGTON, IA., April 15.—/ 
sales congress will be held May 15. 
| Delegations from Monmouth, Gales- 


There was a| 
anew i. 
SUPP? | Dollar Round 


| $500,000 Club 


sound film by Borden & Busse, “Mak- 
ing a Sales Presentation Stay Pre- 
sented,” was shown. Commi issioner | 


Daniel of Texas spoke on “Life Insur- 
ance Ethics. Julius C. Smith, general 
attorney, spoke on “Thirty Years.” 
“Our Job This Year” was the subject 
f an address by Mr. Perkins. Mr. Price 
closed the session with “You Can Do 


Centinue in Monterrey 


re Wednesday luncheon Robert 
te, Dallas manager, served as 
toastmaster. W. A. Blair, a director, 
was the principal speaker. In the after- 
100n there was 2 sightseeing jaunt. 
. wired nesday night the party left for 
; bene Mex., where the convention 
Th g continued for two more days. 
*y return from Monterrey Saturday 








burg, Quincy and Ottumwa will attend. 
Speakers include: J. H. Wilson, Million 
Table member, Peoria, 
Mutual; H. M. Files, 
Northwestern 
Life, Cedar Rapids; J. H. Leaver, su- 
perintendent of agencies Central Life: 
Paul Adams, assistant superintendent of 
agencies, Equitable Life of Iowa, and 
Henry Meese, Travelers general agent, 
Davenport. 


Massachusetts 


Unique Agency Contest 
NEWARK, April 15.—The 
agency in New Brunswick, N. 
Provident Mutual Life, 
unique contest. If the agency force 
pays for $240,000 by the end of June, 


the entire group will be guest of Gen- | 


eral Agent B. H. Stowell for day at 
some seaside place with dinner, lunch- 
eon and the sports. 
not reached, agents writing their quota 
will be guests. 

Get results by reading The 


Heart De- 
cides by Bertram Brownoldé. $1.50. Order 
from The National Underwriter. 


Mutual | 


Stowell 
J., of the | 
is conducting a 


If that amount is [ 





| ie insurance selling is 
unique in that company 
objectives, of their very es- 
sence, are the same goals 
which successful agents nat- 
urally set for themselves. 


Thus, the General American 
Life quality business program 
consists essentially in fur- 
nishing field men the practi- 
cal means for attaining their 


own natural objectives. 


General American Life, and 
our field associates, make 
common cause of progressive 


selling methods. 
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Four Well Managed Negro 
Life Companies in Chicago 





There are four well managed life com- 
panies in Chicago owned and managed 
by Negroes. The Supreme Liberty Life 
at 3511 South Parkway and the Victory 
Mutual at 5607 South State street are 
both legal reserve old line companies. 
The Protective Mutual at 543 East 
Forty-seventh street and the Unity Mu- 
tual at 4719 Indiana avenue are stipu- 
lated premium companies putting up the 
legal reserve, writing life, health and ac- 
cident. 

The Supreme Liberty is the largest 
of the companies, it operating in a num- 
ber of states and writing largely indus- 
trial business, although now it is work- 
ing out more into the ordinary lines. 
H. H. Pace is president of the Supreme 
Liberty, W. E. Stewart, vice-president 
and secretary, Dr. M. O. Bousfield, vice- 
president and medical director. This 
company is the result of the combina- 
tion of three companies, the old North- 
eastern Life of New Jersey, the Su- 
preme Life of Columbus, O., and the 
Liberty Life of Chicago. President 
Pace has demonstrated his ability as 
administrator. It now has 130,000 peo- 
ple insured. It employs over 600 agents 
and office folks. 

The Supreme Liberty has 12,742 or- 
dinary policies for $9,605,500. It has 
116,351 industrial for $23,715,072 insur- 
ance. It has five group policies. Its 
total insurance in force is $33,448,772. 
There was an increase of insurance in 
force $5,709,344 as of Dec. 31. 


The Victory Mutual Life is a mutual 


legal reserve company and took over 
the old Victory Life. Dr. L. K. Wil- 
liams, pastor Olivet Baptist Church, is 
president. The main operating officer 
is Secretary J. E. Mitchem. It in- 
creased its insurance last year $667,000. 
It writes only ordinary insurance. Its 
real estate decreased 4.29 percent, its 
mortgages .9 of 1 percent, its policy 
loans 5.9 percent and policy liens 5.3 per- 
cent. The increase in stocks and bonds 
is 23.8 percent. It now has $111,470 in 
stocks and bonds. In its new invest- 
ments it is buying largely federal gov- 
ernment securities. Its surplus was in- 
creased 6.75 percent,. that now being 
$112,315. It is the only Illinois legal 
reserve company licensed in New York. 
It writes a large business in New York 
City. 
Unity Mutual Life 


The Unity Mutual has a strong indus- 
trial organization writing life, health and 
accident. In Chicago it has 75 agents. 
It has formed two new divisions this 
year. A. W. Williams, who heretofore 
has been secretary and general manager, 
becomes president and treasurer. C. C. 
Dejoie, who was president and who re- 
sides in New Orleans, is made chairman 
of the board. Mrs. L. E. James is made 
treasurer. It expects to write $3,000,000 
of insurance this year. 

The Protective Mutual writes life, 
health and accident on the industrial 
plan. W. W. Hadnott, the secretary, 
is the guiding star of the company. It 
was incorporated in 1926. 








lowa Court Also Holds That 


Premium Tax Is Prospective 





DES MOINES, April 15.—The state 
of Iowa may. not collect $5,400 from the 
receiver of the National Life, U. S. A., 
as tax on premiums collected in 1933, 
Judge Ladd of the district court here 
ruled. 

The state contended that the National 
Life should pay on premiums collected 
to October, 1933, when it went into re- 
ceivership. The company has since been 
reinsured. The court held that it was a 
license tax, the company having paid 
$8,000 premium tax in April, 1933, giv- 
ing it the right to operate in Iowa for 
that year. 

The case will be appealed to the Iowa 
supreme court. Actions against several 
other companies, involving nearly $20,- 
0@0 in premium taxes, await the out- 
come of this test suit. 


SEEK NEW LAW IN NEBRASKA 


LINCOLN, NEB., April 15.—John S. 
Logan, attorney for the insurance de- 
partment, says it is unlikely that a mo- 
tion for rehearing will be filed in su- 
preme court in the case where the Gen- 
eral American Life won release from 
any obligation to pay the $4,623 tax 
levied on gross premiums of its prede- 
cessor company, the Missouri State 
Life, on the ground that it is a pros- 
pective privilege tax and need not be 
paid unless the company asks for a li- 
cense the succeeding year. 

To obviate a like situation in the fu- 
ture the insurance committee of the 
legislature has amended a pending bill 
to provide that any company reinsuring 
another company must pay all premium 
taxes due as a condition of approval of 
the contract of reinsurance. 


Vincent B. Coffin, superintendent of 
agencies ‘Connecticut Mutual, spoke at a 
vocational guidance dinner at the Sigma 
Chi house, Wesleyan University. Mr. 
Coffin, who graduated from Wesleyan 
in 1919, spoke on “Opportunities in Life 
Insurance.” 





Life Executives in Ontario 
Fear Tax Evasion Schemes 





_ TORONTO, April 15.—Life '‘execu- 
tives hope that interpretation of the re- 
cent amendments to the Ontario succes- 
sion duties act respecting exemption of 
annuities will be restricted. 

The amendments provide that any 
bequest involving periodic payments to 
wife or to a dependent father, mother, 
sister, brother or child, is free of suc- 
cession duty. This exemption applies 
up to a maximum represented by the 
capital value of payments aggregating 
$2,400 a year, with a maximum to any 
one person of $1,200. 

Treasury officials have indicated that 
the exemption applies in cases where 
the deceased has taken out an ordinary 
life policy and his beneficiaries elect to 
receive payment over a number of years. 
They have also admitted that there is 
nothing in the legislation to prevent 
“commuting” of a policy—that is cash- 
ing in on its capital value—after ex- 
emption has been obtained. 

The view taken by life officials is 
that the thrift-provoking purpose may 
be obscured by attempts to evade duty. 
In other words, they are concerned with 
the possibility that tax evasion schemes 
will spring up which may lead the gov- 
ernment to make amendments at an- 
other session, or to make rulings, which 
would defeat the true purpose of the 
legislation. 


Cut Minnesota Appropriation 

ST. PAUL, April 15.—Instead of 
getting a larger appropriation for its 
work, the Minnesota insurance depart- 
ment may have to get along the next 
two years on even less money than it 
has been getting. 5 

The house has passed an appropria- 
tions bill which gives the department 
but $25,000 a year. It has been getting 
about $37,500 and even this was re- 
garded as too small. 

Insurance companies and agents pay 
into the state each year about $2,000,000 
in fees and taxes. 








Dinner for Gough 
Attracts Turnout 
of More Than 1,600 


NEW YORK, April 15.—The not- 
able insurance gathering here in honor 
of C. A. Gough, deputy commissioner 
of New Jersey, was attended by 1,600, 
including prominent officials in the fire, 
life, casualty and marine fields, to- 
gether with many agents and adjusters. 
Mr. Gough for the past 25 years has 
been deputy commissioner of New Jer- 
sey, and he has been connected with 
that department since 1897. 

In point of service Mr. Gough is 
senior to any departmental official in 
the country. The nearest approach to 
his record was that of the late Harry 
Appleton, who retired as first deputy of 
the New York department, after 40 
years. 

Despite his long years of service Mr. 
Gough is as alert and as competent as 
he ever was. When the New Jersey 
fraternity learned that April 8 would 
mark the 25th anniversary of Mr. 
Gough’s service as deputy commissioner, 
it was decided to recognize the occasion 
and a committee was named. Its sug- 
gestion of a dinner-reception was ap- 
proved and the appointed date found 
the facilities of the hotel taxed to the 
utmost. Not only was the grand ball 
room and its galleries completely filled 
but it was necessary to place numer- 
ous tables in the foyer. 











Dignitaries at Head Table 


Upon the extended dais were seated 
commissioners of several states; life, 
fire and casualty company executives; 
bureau officials and Governor Hoffman 
of New Jersey. 

W. B. Clarkson, manager of the 
Travelers’ casualty branch at Newark, 
served as toastmaster. Mr. Gough oc- 
cupied the seat of honor at his right, 
with Governor Hoffman upon the im- 
mediate left. Others invited to places 
upon the dais were: Superintendent 
Pink, New York; Frederick Richard- 
son, United States attorney, General 
Accident; P. B. Sommers, president 
American of Newark; Paul Rutherford, 
president Hartford Accident; Vincent 
Cullen,’ president National Surety; E. J. 
Bond, Jr., president Maryland Casualty; 
T. I. Parkinson, president Equitable 
Life of New York; J. R. Hardin, presi- 
dent Mutual Benefit Life; J. A. Nelson, 
president New Amsterdam Casualty; 
H. P. Jackson, president Bankers In- 
demnity; N. A. Moray, president United 
States Casualty; R. N. Rose, president 
Excess; E. J. Heppenheimer, president 
Colonial Life; R. R. Lounsbury, presi- 
dent Bankers National Life; William 
Leslie, general manager National Bu- 
reau of Casualty & Surety Underwrit- 
ers; E. W. Maxon, former commissioner 
of New Jersey; E. D. Duffield, presi- 
dent Prudential; Commissioner Withers, 
New Jersey; Commissioner Blackall, 
Connecticut; W. Fairchild, acting 
general manager Association of Casu- 
alty & Surety Executives; Commis- 
sioner Bowles, Virginia; Commissioner 
Hunt, Pennsylvania; J. A. Beha, gen- 
eral counsel National Bureau; H. A. 
Faunce, president New Jersey Under- 
writers Association; Wilfred Kurth, 
president Home; R. A. Corroon, presi- 
dent Corroon & Reynolds; P. L. Haid, 
president Insurance Executives Associa- 
tion; F. D. Layton, president National 
Fire; B. M. Culver, president America 
Fore; H. Koop, president Great 
American; W. B. Rearden, vice-presi- 
dent Firemen’s; J. R. Dumont, man- 
ager Interstate Underwriters’ Board; 
F. Breen, president Standard of 
Trenton; W. T. Read, president Cam- 
den Fire; F. W. Fort, vice-president Ea- 
gle Fire of Newark; J. A. Metz, presi- 
dent Pavonia Fire; H. S. Landers, 
president Commercial Casualty, and 
former New Jersey commissioners, W. 
H. Kelley and F. H. Smith. 

Aside from those former commis- 
sioners, J. Victor Barry of Michigan; 
T. B. Donaldson of Pennsylanvia; H. 





Proposed Nebraska Bill 
Bans City Premium Taxatio, 


—_— 


FOLLOWS OMAHA ATTEMP 





Measure Approved by Legislature’s |), 
surance Committee; Omaha Dis. 
pute Near Compromise 





LINCOLN, NEB., April 15.—Th 
insurance committee has reported oy 
for passage a bill forbidding any 
litical subdivision levying any ty 
against a life insurance company’s grog 
premiums in addition to the 2 percep 
required by state law to be paid. Th 
purpose of the bill is to prevent Omaly 
and any municipality that may folloy 
its example from carrying out its avowed 
purpose of taxing insurance companies 
for city revenue purposes. 

Seemingly the $250 license ordinanc 
that was to be imposed on every com. 
pany doing business in Omaha is being 
worked out in a satisfactory way. 4A 
joint committee from the city council 
and insurance people met and it was 
agreed that companies should pay $4 
year for each representative in Omaha 
This is more equitable and just. It js 
to be brought before the city council 
this week and it is hoped that the 
amended ordinance will pass. 

Representing the insurance interests 
in the conference, leading to the agree. 
ment were Frank T. B. Martin of Mar. 
tin Bros. & Co., John Barth, Guarantee 
Mutual Life actuary, representing 
Omaha home companies; Joseph Green- 
berg, president Omaha Association of 
Fire & Casualty Agents; Will Noble, 
general agent New England Mutual 
Life, president Life Managers Assooia- 
tion, with former Commissioner C. W. 
Moose, now with the Columbus Mutual 
Life, as his alternate; C. P. Peterson of 
Lincoln, 
dents Association; H. B. Requartte oi 
Lincoln, representing Nebraska mutuals, 


and Philip Horan, attorney for health | 


and accident associations. 








P. Dunham of Connecticut; Jesse S. | 7 


Phillips of New York; C. W. Hobbs of 
Massachusetts, and G. S. Van Schaick 
of New York, were on hand. 

In turn Justice Harry Heher of the 
supreme Court of New 
missioner Withers of New Jersey; Su- 


perintendent Pink of New York, Com- | ~ 
missioners Hunt of Pennsylvania, Black- | 7 


all of Connecticut and Bowles of Vir- 
ginia; 


spoke appreciatively of Mr. Gough. 


Mr. Gough was presented with a/ 


traveling trunk bag, a set of dress studs 
and cuff buttons, an embossed scroll 
and a sheaf of letters and telegrams 
from insurance men. 


Mr. Gough, in response, traced the |~ 
development of the New Jersey depart- | 


ment during the past 44 years. 
Chairman 


sage. The floral decorations were cot- 


tributed by the women employes of the |~ 


New Jersey department. 


Mr. Gough entered the New Jersey [7 


department upon graduation from 4 
Trenton business college. The staff at 
the time consisted of four persons, 1n- 
cluding the commissioner. Its comple- 
ment today is 244. Mr. Gough has 
served under a succession of commis- 
sioners of both political persuasions. 


He has ever been popular with the © 
He is equally 4 § 
favorite with his fellow commissioners, |~ 


agents of the state. 


representing the Life Presi- | 


Jersey; Com- | 





Clarkson wired Mr. |) 
Gough’s mother a congratulatory mes: |~ 
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President Duffield of the Pru- | 
dential, and Governor Hoffman, each | ~ 





of whose association he was recently | 


chairman of the executive committee. © 


Dingman at Oshkosh 


Dr. H. W. Dingman, vice-president a 


and medical director of the Continental 


Assurance, Chicago, spoke on “Selection é 
of Risks” at the dinner meeting of the | 
Fox River Valley Insurance Club ™ | 


Oshkosh, Wis. 
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Presentation Culminates Drive 








The Agency Association of the 


Home Life presented President J. A. 
| Fulton a cast bronze clock commemorat- 
| ing his 10th anniversary with the com- 
_ pany. 
| in New York City for a regional con- 
' ference and a testimonial luncheon. 


Outstanding producers gathered 


Left to right: C. D. Ott, Rochester; 


utul LL. Rothstein, New York-Jacoby; E. 


I. Low, chairman of the board; J. A. 


. W.— Fulton, president; W. B. Stark, general 
' agent, Syracuse; N. K. Wiggin, Boston- 
' Callihan; and Ray Ellis, New York. 


Mr. Wiggin, during the three months’ 
testimonial campaign, was the leader in 
paid premiums, which totaled $10,462. L. 
L. Rothstein was the leader in paid 
lives, his total being $145,500. C. D. 
Ott secured greatest number of confi- 
dential sheets from clients. Mr. Stark 
was chairman of the day’s program, and 
is president of the association. Ray EI- 


a lis had greatest number of representa- 


tives from his agency qualified at the re- 
gional meeting with 10 there. C. C. 
Crozier of New York-Ellis agency led 
in paid volume, 

E. I. Low, chairman of the board, 


-— = completed his 20th year and the Gen- 





eral Agents’ Association presented him 
a ship’s clock ensemble including a bar- 
ometer and thermometer. 


Both men were featured speakers on 
the program of the sales conference, 46 
producers from the astern territory who 
producers from the eastern teritory who 
senting agencies which produced 55 per- 
cent of total production during the first 
quarter of 1937, attending. This quarter 
set new records for the past seven years. 

A second regional conference was 
held in Chicago with President Fulton 
and other officers repeating their pro- 
gram for benefit of 35 western represen- 
tatives who likewise qualified. 

At the Chicago meeting the A. D. 
Sutherland agency and the Ray Martin 
agency of Detroit and St. Louis respec- 
tively tied for honors in qualifying the 
most men. Seven representatives from 
each qualified. Positions of honor at 
the testimonial dinner were won by the 
following: J. A. Gough of Los Angeles 
for paid premiums; C. W. Larkin of 
Huntington,-W. Va., for paid volume; 
J. E. White of Oklahoma City for paid 
lives; and H. M. Grier of Detroit for 
best record of planning. 








LEGISLATIVE DIGEST 





Rhode Island—M. J. Cummings, head 
of the state. banking department, is op- 











posing a bill seeking to give savings 
banks power to establish life insurance 


_+ departments, 


Missouri—House bill 409 permitting 
savings banks to sell legal reserve life 
insurance, has been killed by committee. 


Pennsylvania—A bill calls for the ap- 
Pointment of three directors who are 
policyholders for all foreign and domes- 
tic stock life companies by the insur- 
ance commissioner. They are to be paid 
a minimum of $10 a day, plus expenses, 
for their board meetings. 


Minnesota—The house passed a 
measure which makes the proceeds of 
life insurance policies subject to state 
inheritance taxes. Liberal exemptions, 
however, make the bill much less oner- 
ous than when first drafted. Under the 
measure as passed the widow and each 
minor child is allowed an exemption of 
$10,000, Beneficiaries who are not a 
Spouse or a child of the policyholder 
would be exempt only $1,000. 

, Wisconsin—Credit unions are now eli- 
Stagg to take out group life insurance 
signed by Governor LaFollette. Credit 
unions now will have the same right to 


t their members under a new law, 





group insurance as are accorded to la- 
bor unions and associations of public 
employes. Indebtedness is limited to 
$2,000 payable within 10 years. 


Wisconsin.—The assembly insurance 
committee has reported favorably on 
a bill making it necessary that misinfor- 
mation in an application for insurance 
clearly contributes to the loss in order 
to make a policy void. 

Colorado—House bill 252 passes 
house. It provides penalties for incom- 
plete comparisons of policies and mis- 
representations as to financial status of 
companies. 


Iowa—Governor Kraschel has signed 
two measures relating to life company 
loans and the deposit of securities with 
the state insurance department. One act 
prohibits any life company from invest- 
ing in, or making any loans, upon the 
stock of its own or that of any other 
life company, as collateral, or invest any 
of its funds in any other corporation, 
company or association, if any officer or 
director of such insurance company is 
a member of such other firm, company, 
corporation or association. The other 
bill provides that five percent of the de- 
posit required by the state insurance de- 
partment from any insurance company 
may be in cash, certified check, certifi- 














On April 1, the seventh NWNL fieldman 
to do so completed ten years as an App-A- 






Week producer. For this decade of con- 






sistent production he was appropriately 






rewarded—as have been the six who pre- 








ceded him—with a cash prize of $100 rep- 








resenting $10 for each year of membership, 






and a special gift award of a set of sterling 





silver candlesticks and bowl. 






Of the seven who have passed the ten-year 








mark to date and whose records add up to 
90 years, six still are members of NWNL’s 
App-A-Week Club, with the leader of the 


group about to complete sixteen years of 












unbroken qualification. Five more fieldmen 








are in line to reach ten years of membership 






within the next year. These men are all 








outstanding producers whose records in 







other respects parallel their App-A-Week 







achievements. 












Consistent production—whether it be as 





regular as an app a week or not—always 





pays big dividends. That is one reason why 








NWNL’s “upper level” sales procedures and 






training methods all aim to put its fieldmen 







on a working basis which assures them of a 







steady, adequate income week after week 







and month after month. 
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UP TWO FILES IN 
National Standing 


1s7 


As a result of last year's record, the standing 
of the National Life and Accident Insurance Com- 
pany has moved up two places, from thirty-third 
to thirty-first position among all life insurance com- 
panies doing business in the United States. 


FROM 33RD TO 








The standings are based on 
the amount of life insurance 
in force. 





At the end of 1936 this Company 
showed $536,728 ,355.00 life insurance 
in force enjoying an increase for the 
year of $80 734,482.00. 


This forward march is gratifying to the Company, 
which now is celebrating its thirty-fifth year with fitting 
ceremonies in Nashville. To the Shield Men in the field 
who made this advance possible the officers of the Com- 
pany publicly express their thanks. No little satisfaction is 
found in the fact, that last year, as in every year, the 
Shield Company helped them Shield Millions. 
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The NATIONAL LIFE AND 
ACCIDENT IxsuranceCo., Inc. 


HOME OFFICE, Wasonal Building, NASHVILLE, TENN. 
C. A. CRAIG, Chairman of the Board, W.R. WILLS, President 
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deposited may be in excess of the 
amount required by the department. 

Both bills had the approval of the 
state insurance department. The house 
defeated by close vote a plan for a state 
teachers’ annuity system. 

Oklahoma—-The committee has re- 
ported adversely on H. B. 193, requir- 
ing life insurance companies to invest 
in Oklahoma securities and real estate 
up to 75 percent of the aggregate 
amount of legal reserve required. 

California——Senate bill 861 providing 
life companies shall not collect or de- 
duct interest on policy loan in advance 
of or within six months following date 
when money was actually paid, and 
Senate Bill 906 providing that no in- 
terest shall be charged for loans made 
to insured when secured by life policy, 
were tabled by the senate insurance 
committee April 12. 


Hazlett Named Manager 


SAN FRANCISCO, April 15.—J. C. 
Hazlett, former supervisor of the acci- 
dent and health department Northern 
Life, was appointed manager for Wash- 
ington and northern Idaho by the Cali- 
fornia-Western States Life. He entered 
life insurance with the Travelers in 1919, 
continuing until 1930 when he went 
with the Northern Life as manager of 
the home office agency. He became su- 
pervisor in 1935. 


W. O. W. Omaha in Record 


All records for a month’s production 
for the Woodmen of the World, Omaha, 
were broken in March, “President’s 
Month,” in honor of President De E. 
Bradshaw. A total of $29,117,712 of in- 
surance was written, an increase of more 
than $4,500,000 over March, 1936. More 
than 2,300 camps in 44 states and the 
District of Columbia participated, and 
over half the number qualified for spe- 
cial awards by recording $5,000 or more 
new insurance written the month. On 
the closing day $9,997,402 was recorded, 
an all time record for a day’s produc- 
tion. 


Renewal Experience Better 

KANSAS CITY, April 15—One sign 
of better times is the improving renewal 
experience on life insurance. With two 
exceptions, every state and agency of 
the Kansas City Life show an im- 
proved renewal ratio in 1936 over 1935, 
trom 5 to 17 points. The ‘Madden 
agency, with over $1,000,000 exposed, 
showed the best ratio, which was 17.5 
per cent better than in 1935. The J. T. 
Allen agency, with almost $5,000,000 ex- 
posed, gained 9.9 percent in renewal ex- 
perience. 

The company as a whole had a 1936 
experience of 70 percent on afl forms 
and for December, 79.2 percent, with 
385 representatives renewing 100 per- 
cent. 


Zimmerman-Sanborn Contest 


NEWARK, April 15.—Earle Sande, 
the famous jockey, has donated a silver 
cup to the C. J. Zimmerman agency 
for a contest between that agency and 
the Sanborn agency in Boston, for 
Connecticut Mutual Life, which will end 
April 30. The contest is for the largest 
paid for new life insurance and the 10 
men in each agency having the largest 
production, will attend a dinner in Hart- 
ford, May 7. The Zimmerman agent 
paying for the highest amount will be 
awarded the cup. 

J. M. Steinacher, formerly vice-presi- 
dent of the Bankers National of Mont- 
clair, N. J., and a general agent in New- 
ark for Connecticut Mutual some 20 
years ago, has joined the agency force. 


Victory Mutual Life 


The Victory Mutual Life of Chicago, 
the well known Negro company, has put 
out a deferred annuity income policy. 
Male applicants will be accepted for 
ages ranging from 10 to 65 and females 
from 14 to 69. The policy is written on 





Business in Wisconsin Is 


Given for the Last Yex 
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The Wisconsin department has issypg NEW 

a preliminary sheet showing life insy first qu 
ance business in Wisconsin. Of iJ total n 
state companies the Northwestern ype tree | 
tual leads with $21,052,072 new busing than $ 
in the state and $329,972,480 insurang averags 
in force. The entire list is as folloy Fidel 
Wisconsin Companies ps : 

New Bus. InF 

Cuna Mutual...... $ 547,708 $ 265m CSS. 
Great Northern... 1,586,356 14,3103} spondit 
National Guardian 4,803,853 — 41,273 4 nations 
N. W. Mutual..... 21,052,072 329;972'uN 399 or 
Old Line Life..... 6,607,955 54,4674 f 
Wisconsin Life.... 2,026,325 19;3g7ymue ance 
Wisconsin Natl.... 2,258,606 » 26,1528 March 
Other State Companies Mass 


in 








Acacia Mutual.... 674,450 5,969. Uife_ 0 
Aetna Life ....... 13,954,141 98,863 jn $13,637 
Bankers Life, Ia.. 3,951,661 — 57,084m" marks 
Business Men’s.... 478,000 mpa 
Central Life .... 4,817,880 * 
Conn. General..... 445,292 same | 
Conn. Mutual.:... 964,464 with 
Continental, Ill... 2,973,155 March 
Equitable, N. Y... 12,738,697 : 
Franklin Life..... 21,113,810 quarte 
Great Western.... 118,500 Jeffe 
Guardian Life..... 1,195,695 ta! 
Hercules Life .... 44,693 outsta 
John Hancock .... 7,496,467 New | 
Kansas City Life.. 2,303,912 10,804,651 of ay 
Lincoln Nat. ...... ,655,022 17,262.31) in $: 
Loyal Life ........ 91,55 81,58 g 
Mass. Mutual ..... 2,946,513 32,7273, Suranc 
Mass. Protec 2,153,143 000. 
Metropolitan ..... 356,488,673 $300,0 
Mutual Benefit ... 2,519,658 pity 
Mutual Life ...... 6,547,284 $800,0 
Mutual Trust..... ,056,860 end 
National Life, Vt.. 543,0 $6,000 
New England Mut. 3,158,331 y 
New World Life.. 712,653 Pro 
New York Life... 12,677,527 insura 
No. Amer, Life.... 1,254,484 935.00 
No. Amer. L. & C. 642,237 stig 
Paul Revere Life. 235,796 percet 
Penn Mutual...... »454,692 was 1 
Phoenix Mutual... 392,746 force 
Prov. L. & Acci... 54,021 7 
Provident, Mut..... 1,586,258 $942,9 
Prudential ....... 65,632,307 75,00 
Security Mutual... 545,269 Col 
Travelers ......... 10,123,254 +) 
Union Labor ..... 3,919,627 quart 
United Benefit..... 926,104 years 
Washington Nat.. 356,763 By aa 
tially 
and 
Actuary’s Handbook Published Marc 
The 3 percent volume of the “Actu mark 
ary’s Handbook” is now ready for dis was | 
tribution. mm 54,00 
The handbooks cover ages from 0 tof” been 
the limit of life, all policy durations, aif» Ac 
300 plans of insurance on several valu-| | stead 
tion bases. Juvenile values on a 3 perf) 10 B 
cent basis are now for the first tim} ” three 
readily available. The values are mod: F~ Sh 
fied to provide full insurance benefits 7 and 
at age 5 or at age 10, and are directly) 0 pe 
available on level, full preliminary term) sen 
or Illinois standard plans. The “Insur} | simil 
ance Field” is the publisher. i. COM 
: the 
° ° = and 
Discuss Agency Practices | ; 3 


DENVER, April 15.—“A good pra:P ness 
tice agreement between agencies of tht 77 Cc 









various companies in Denver,” was U7 fect 
cussed at the Life Agency Manages)@ 1,i4 
meeting. Topics included acceptance °F] gio: 
business from individuals not opetlyp™ joy 
connected with life insurance, acceptif§p) 14, 
business involving rewriting or replacy) itp 


ing, misrepresentation and uniform E: 
methods for accepting business from gg 5 
agents of other companies. Committe 


ie 








the annual premium basis unit of $100. 


reports were also heard. o : 
——— & Stan 

Three New Assistant Managers : with 
The Reliance Life has appointed thret 7 B 
assistant managers. H. W. Baird 87 sho 
named in the Illinois department, H. ). tive 
Henriques in the Eastern Pennsylvania was 
department, and G. W. Isgrig in the My 15,9 
Cincinnati department. ‘ : first 
Mr. Henriques started as agent in the |] wit! 
southern California department. am NA 
Mr. Isgrig has been the national lead- 2 106 
er in paid lives for another company 10° gp con 
three years and over a six year perioe © 1 
has averaged 157 annual paid for lives cen 
pas re Ee dur 

Use the accident approach and get mor Eat 
business. Read Aceident & Health - 7 mo 
view, $2 a year for details. 175 W. Jack @ per 


son, Chicago. 
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SALES RECORDS 








New York Life—New insurance the 


as pie first quarter increased 12.6 percent. The 

Of + total new insurance paid for the first 
tern My three months was $121,790,300, more 
r busine than $13,500,000 ahead of last year. The 





average new policy was $2,159. 

Fidelity Mutual—New paid life insur- 
ance for the first quarter was $6,848,800, 
gain of 12.5 percent, the largest in- 
crease in new business for any corre- 
sponding period since 1932. Net termi- 
nations for the quarter decreased $1,156,- 
300 or 17.24 percent. New paid insur- 
ance for March was larger than any 
March since 1932. 


Massachusetts Mutual — Reports new 
life insurance delivered in March as 
$13,637,963, a gain of $1,838,459. This 
marks the 15th consecutive month the 
company has shown an increase over the 
same month, of the previous year, and 
with this 15.58 percent increase in 
March, it reaches the end of the first 
) quarter 10.88 percent ahead of last year. 

Jefferson Standard Life — Reported 
outstanding gains for the first quarter. 
New paid business is 35 percent ahead 
» of a year ago, total amount paid-for be- 
ing $13,726,000. Total amount of in- 
© surance in force increased to $353,600,- 
' 000. Reinstatements received total 
> $300,000 more than 1936. Lapses were 
$800,000 less. Insurance gained over the 
' end of the year was approximately 
> $6,000,000. 

Provident Mutual Life—New paid life 
insurance for the first quarter was. $20,- 
235,000, an increase of $4,003,000, or 24.7 
percent. Of this gain, almost $2,000,000 
was recorded in March. Insurance in 
force increased during the period from 
$942,946,000 to $948,461,000, of which $2,- 
75,000 was recorded in March. 

Columbian National—Closed first 
quarter with one of its best records in 
years. New paid business was substan- 
tially ahead of the same 1936 period, 
and March, 1937, was far ahead of 
March, 1936. Mortality showed a 
marked improvement. Last year there 
was gain of business in force more than 
$4,000,000 and so far in 1937 gain has 
been a little over $2,000,000 more. 

Accident business is also increasing 
steadily, with a gain of approximately 
10 percent in new business the first 
three months. 

Shearer Agency, Boston, ranks first 
and the Lamb agency, Chicago, second 
in paid business for March. The Lamb 
agency for the first quarter exceeded the 
similar 1936 period by 20 percent. 

Midwest Life—New issued business in 
the first quarter, including reinsurance 
and renewals of lapsed business, showed 
a 30 percent gain over 1936. New busi- 
ness by agents showed 55 percent gain. 

Connecticut Mutual—Reports for the 
first quarter a gain of $3,267,565 in new 
paid life insurance sales and a gain of 
$12,502,724 in insurance in force. The 
new paid business for the first three 
months was $24,006,303, as contrasted 
With $20,738,738 in 1936, a gain of 15.8 
percent. Paid sales for March were 
$8,239,144, a 6.5 percent gain. Of the 
68 agencies, 50 are showing an increase 
in new business. Insurance in force now 
Stands at $952,464,933, as contrasted 
with $939,962,209 at the end of 1936. 

Business Men’s Assurance — G a i n 
shown in paid business for 21 consecu- 
tive months. In March paid business 
Was 16,273 points, as compared with 
a a year ago. Paid points for the 
a ‘st quarter totaled 35,183, compared 
With 33,204. Life insurance in March 
Was $1,896,546, compared with $1,680,- 
4 106, and for the first quarter, $4,595,315, 
for | compared with $4,081,309, 


anan Central—Paid for was 19.35 per- 
ri . etter during the first quarter than 
ae the same period a year ago. 
in month in 1937 was a million or 
nore better than the corresponding 


Insurand 
> follows 


1152, 


Central sales record since 1929. 

The record is interesting in the light 
of the sit-down strikes and industrial un- 
certainty and dissension on the Supreme 
Court issue. Moreover Union Central 
was forced to disturb its routine in Jan- 
uary when the flood caused a temporary 
evacuation of its home offices. Those 
three factors were overcome by the in- 
creased flow of money which has stim- 
ulated buying in all lines. 


New England Mutual Life——New in- 
surance for the first quarter increased 
15 percent. It was the largest first 
quarter in the history of the company. 
Business for March also exceeded that 
of any previous March by a considerable 
amount. 


Phoenix Mutual—For the fourth con- 
secutive month, Phoenix Mutual Life 
reports a substantial gain in paid for 
business, the March increase amounting 
to 36 percent, and the total for the first 
quarter 25 percent ahead of 1936. 


D. Gordon Hunter, vice-president and 
ageicy manager, who recently returned 
from a tour of agencies in the middle 
west and Pacific Coast, reports that en- 
thusiasm is at its highest since 1930, 
and that consumer acceptance of life 
insurance everywhere points to new 
records for the producer as well as the 
company during the year. 


Rockford Life—Production in March 
exceeded that of same month in 1936 by 
50 percent. The agents worked with 
especial enthusiasm during March be- 
cause it was the natal month of Presi- 
dent F. L. Brown. During the week of 
his birthday, every application was rep- 
resented by a rose and a basket of roses 
was presented to Mr. Brown on the 
morning of his birthday. 


Bankers Life of Des Moines—Pro- 
duced $6,784,140 new business in March, 
a gain of more than $1,000,000 or 18 
percent. The total for the first three 
months is nearly $15,000,000, a gain of 
more than $2,000,000 or 16 percent, com- 
pared, with the first quarter of 1936. 


Acacia Mutual—Net gain for the first 
quarter was 40 percent greater than 
during the same period in 1936. Busi- 
ness in force now exceeds $366,500,000. 
Assets during the first quarter increased 
by $1,500,000 and now total $67,700,000, 
a new high. 

Total income during the quarter was 
$3,800,000, which is the largest of any 
first quarter in its history. Improve- 
ment of 20 percent was reported in con- 
servation rates with a comparable de- 
cline in number and volume of policy 
loans. 

Ww. M. Hammond, Aetna Life, Los An- 
geles—Reports increase of over 14 per- 
cent in paid-for new insurance for the 
first quarter of the year, exclusive of an- 
nuities: March registered a gain over 
February of about 20 percent. 


W. G. Gastil, Connecticut General Life, 
Los Angeles—For the first quarter, paid 
for more than twice the volume of new 
business produced last year. March was 
biggest month in agency’s history, with 
more business paid for than for the en- 
tire year 1934. 


S. S. Northington, Connecticut Mutual 
Life, Los Angeles—Doubled paid produc- 
tion for first quarter and for the first 
week in April. 


H. S. Standish, Sun Life of Canada, 
Los Angeles—Reports increase of 38 per- 
cent for the first quarter. 


E. E. Henderson, Pacific Mutual Life, 
Chicago—reports $200,000 paid for life 
insurance in March, the best March in 
four years. A similar record is predicted 
for accident coverage for April. 

G. A. Helland, Connecticut Mutual Life, 
San Antonio, Tex.—Showed 70 percent in- 
crease in annuities and life insurance 
sold the first quarter, and 30 percent in 
life insurance. 


The Accident & Health Review hits 
the spot for new ideas. Over 100 practi- 
cal suggestions each month to help you 








period in 1936. It is the best Union 


make money. $2 per year. Address In- 
surance Exchange, Chicago. 
























































































O commander-in-chief ever grieved more deeply 
over the sacrifices of brave men than Abraham 
Lincoln. But his most profound concern always was 
for those left behind—mothers, wives, little children. 


Give protection immediately to those you love. Our 
new Lincoln National Life Salary Continuance Plan now 
makes this possible for a modest deposit. In case of 
death, it will pay your family a regular monthly “salary” 
during the difficult years of their readjustment. If you 
live to the age of retirement it will pay you a regular 
“salary” for the rest of your life. Investigate the economy 
and flexibility of this ideal new plan. Your local Lincoln 


National agent has complete details—or you can write us. 


This advertisement appeared in half yore space in the Saturday Evening Post of 
pril 10. 











-_ 


THE LINCOLN “ NATIONAL LIFE 
INSURANCE © COMPANY 


FORT 
INDICATES ITS CHARACTER 










WAYNE, IND. 








8 ae a) 8 








THE 








NATIONAL 





UNDERWRITER 








April 16, 193 




















Illinois 1936 


Life Figures 





ESBUGOTB. «620000 
Central of Ill.... 
Contl. Assur...O. 


G. 
Country Life..... 
Federal, Ill...... 
Franklin, Ill..... 


Mutual Trust.... 
North American. 
Northw. Union... 
Old Repub. Credit 
Rockford, Ill.... 
State Farm 
Supreme Liberty. 
United, Chicago.. 
Victory Mutual.. 

ash. Nat 


Acacia Mut..... 


Amer,- Bankers... .$ 


New business and total insurance in 
force of legal reserve life companies as 
reported to the Illinois department are 
shown in the tabulation below. Ordi- 
nary is indicated for all companies ex- 
cept where specified as “I” for indus- 
trial, “G”’ for group and “O” for ordi- 
nary. The tabulation is: 


Legal Reserve Companies 





New Insurance 

Business in Force 
Aetna Life ....O. 12,949,236 110,532,076 
G. 282,290,482 169,506,901 
Amer. Natl....0O. 1,134,493 6,360,175 
I. 6,710,978 16,835,546 
Amer. United.... 1,517,483 5,983,682 

Acquired from 
mer. Central 

Life Ins. Co.. TS eee 
MEIOMEIG . 2 6 casos 166,106 1,914,015 
Bankers Life, Ia. 5,665,755 78,271,077 
Bankers L., Neb.. 602,126 5,517,948 
Bankers Nat..... 789,153 2,023,450 
New Insurance | Berkshire ....... 1,368,460 17,974,150 
Business in Force Bus. Men’s Assur. 886,657 4,482,608 
378,085 $ 3,908,740 | Central Life, Ia. 1,537,633 9,583,587 
3,704,929 308,798 | Columbian Nat.. 2,032,459 13,842,782 
1,113,873 22,330,983 | Columbus Mut... 1,006,500 9,805,923 
7,805,565 43,935,162 | Conn. General..O. 7,486,068 44,670,493 
6,352,115 25,295,735 - 5,049,116 14,260,434 
26,198,932 100,133,614 | Conn. Mutual.... 6,277,721 69,548,313 
2,254,91 30,755,235 | Conservative .... 757,453 1,968,579 
6,037,186 42,428,941 | Credit, O. ....... 494,491 246,755 
3,031,765 18,580,831 | Equit, N. Y....O. 37,197,266 384,262,220 
1,204,141 19,689,110 G. 54,658,173 196,165,196 
10,533,869 66,874,713 | Equitable, Iowa.. 5,346,881 65,738,883 
3,242,620 33,680,569 | Eureka-Md. .... 8,500 291,820 
2,320,079 9,759,711 | Expressm. Mut... 132,526 3,081,320 
773,354 2,704,623 | Fidelity Mut. .... 1,203,103 12,877,342 
784,988 2,203,806 | General Amer..O. 1,251,627 29,614,537 
547,002 7,034,736 . 5,728,956 11,913,106 
,632,324 5,984,243 | General Mutual.. 158,000 481,000 
754,00 2,465,662 | Girard Life ..... 180,009 1,929,267 

408,750 758,823 | Great Northern .. 496,519 3,183,6 
192,950 1,132,411 | Gr. Westn. Ia—O. 29,000 726,945 
61,086 1,463,172 | Guarantee Mut.. 2,520,410 9,077,114 
280,645 1,239,797 | Guaranty Life... 43,67 5,158,447 
4,234,227 4,608,278 | Guardian, N. Y.O. 2,550,788 20,159,766 
.370,107 30,278,861 (RE See 32 
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THE COLUMBIAN NATIONAL LIFE 
INSURANCE COMPANY 


Home Office—Boston, Massachusetts 


HOME OF THE MINUTE MAN 

















New Insurance 
Business In Force 

Home, N.Y. .-sss 2,005,833 22,165,366 

Indianapolis ..... 2,437,674 22,920,910 

John Hancock..O. 16,924,519 124,796,559 
G. 16,924,398 399, 

I. 26,035,920 77,930,341 

Kansas City...O. 2,002,573 11,562,932 

Acquired by 

reinsurance ... 2824305 _ sivecs 

EMTAVOUS <2. 2 70,113 280,540 

Lincoln Nat....O. 12,448,848 61,154,351 

G. 1,513,779 4,733,884 

Loyal, Mass. .... 46,50 60,500 

Manhattan ...... 1,325,988 


Mass. Mutual.... 
Mass. Protective. »230 
. 106,637,930 


0900 O MM 00S NONI 69 CO DD 00 
= 
o 
~ 
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Metropolitan ..O. 
G. 66,443,206 247,447,429 
I. 105,982,864 550,777,977 
Midland Mutual.. 555,498 2,209,733 
Minn. Mut......O. 2,158,724 12,220,969 
G 485,000 1,205,000 
| eee eee ewes 
BEOMATOR «2065055 221,400 1,041,907 
Monumental .... 1,416,500 5,459,490 
Mutual Benefit... 9,696,873 140,073,551 
Mutual, N. Y..... 24,362,578 355,432,353 
Nat. Life & A..O. 3,139,878 6,274,341 
G. 388,500 415,500 
I. 5,748,995 13,796,190 
National, Ia...... 568,500 5,433,345 
National, Vt. ..... 2,722,762 30,721,147 
New Eng. Mut.... 19,219,600 116,940,133 
No. Amer. Reas.. 507,700 6,460,600 
Northw. Mutual... 28,023,768 398,445,156 
Northw. Nat. ..G. 1,352,000 3,370,000 
oO. 6,265,272 25,382,597 
Occidental, Cal... 87,0 8,170,11 
Reinsured ..... SSIS Tse | ésins's 
Ohio National ... 923,416 7,246,883 
Ohio State ...... 718,661 2,745,953 
Old Line, Wis.... 755,251 4,884,150 
Pacific Mutual .. 873,174 29,822,069 
Pan-American .. 715,318 5,414,059 
Paul Revere .... 447,648 6,272 
Penn Mutual .... 16,532,630 168,833,260 
Peoples, Ind. ... 1,094,300 3,422,753 
Philadeiphia .::. 416,000 1,427,893 
Phoenix Mut..... 43,406,222 39 
3 
4 
1 
8 
3 
1 
1 
4 
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Provident L. & A. 98,351 2,004 
Prov. Mutual..... 4,701,012 53,163,020 
Prudential .....O. 73,101,514 644,145,377 
G. 25,609,991 81,801,082 

I. 103,540,783 548,496,500 

PROVANCS -6.6b.05 0 1,983,868 13,189,781 
Reserve Loan.... 245,647 »192,504 
St. Louis Mut.... 333,400 ,137,068 
Secur. Mut., N. Y. 778,265 ,623,935 
4,99 903,131 

8 9,992,358 

46,172,370 


Life of Virginia... 
Travelers oO. 


208,023,892 


16,687,908 
183,224,528 


G. 49,444,663 
Union Central ... 4,404,159 





1 ,986,110 
Union Cooperative 192,250 776,549 
Union Labor...O. 40,954 509,468 
G. 3,390,000 3,287,500 
Union Mutual.... 279,867 2,366,663 
United Benefit... 2,047,015 5,910,645 
United States ... 25,374 1,867,211 
Western & So...O. 6,831,304 32,774,798 
- 15,824,632 54,418,772 
Wisconsin Nat... 780,532 3,650,123 
Yeoman Mut..... 473,374 5,188,538 
Canada Life....O. 387,766 19,365,877 
G 683,650 6,428,000 
Great-West ..... 2,094,828 12,888,72 
Manufac., Can..O. 2,785,691 8,418,461 
Sun Life, Can..O. 6,623,762 75,399,449 
G. 11,230,764 36,101,311 
Transferred in. ae. +). usicpue ys 
Alliance Life...O. 4,557,387 50,622,930 
aS ERA 25,000 
New York Life.. 41,729,539 631,439,562 
Reliance Mutual. 849,378 2,425,870 
O.—Ordinary. 
I.—Industrial. 
G.—Group. 
Assessment life associations wrote 


$16,886,462 new business in Illinois last 
year. Total insurance in force is now 
$35,451,454. The 1893 net companies 
wrote $3,894,567 new and restored busi- 
ness and had $5,844,800 in force. The 
1927 companies wrote $12,839,645 new 
business and had $29,294,654 in force. 
The Bankers Mutual of Freeport led in 
this classification, writing $1,197,224 new 
business in Illinois with $12,165,700 in- 
surance in force in the state. 


Wigginton in First Place 


W. F. Winterble, director of agencies 
Bankers Life of Iowa, attended an all- 
day session in Pittsburgh in recognition 
of the rapid advance of the Frank C. 
Wigginton agency, which led all 56 
agencies of the company in sales for 
the first quarter, with an increase of 276 
percent. In the year Mr. Wigginton has 
been in charge, the Pittsburgh office has 
advanced from 33d to first position. 


Names Rhode Island Team 


In line with its program of expansion 
particularly in Rhode Island, the Bank- 


ers National Life has appointed Ernest : 


E. Lake and Albert O. Earle of North 
Tiverton, R. I., as general agents. 

They have had a varied life insurance 
training and experience, as well as gen- 
eral insurance experience. Mr. Earle 
was, for a number of years, connected 
with the state motor vehicle division. 





















C.L.U. NEWS 


C. L. U. Degrees Awardg 
















PER! 
Midyear Conference Brings Total | a ; 
1,135; Many Diplomas Were Given § jsidor 
. . : Stel 
at 10th Anniversary Meetings ag 
a cago; | 
C. L. U. degrees have been award hse 
11 through the American college’s mii ol 
year conferment. This brings the tof! p. c., 3 
C. L. U.’s to 1,135, but does not inclyge 267; 
25 who have received a proficiency cee Dana # 
tificate and 77 who are eligible for the eae 
designation as soon as the three yeme Pertien 
experience requirement has been met, Paul, 
Candidates who have passed all exam 179: (1 
inations prior to completion of the thre 
year experience term’ may receive the; 
diplomas as of March 21 when the re. E 
quirement is met prior to that time by — 
; Watso 
too late for award at the preceding af cisco, : 
nual conferment which is held in conR® geles, 
junction with the annual meeting of th geles, 
National Association of Life Underwri.fi) $535.99 
ers. Many diplomas were presented =" 
the various 10th anniversary obser. $394,30 
ances, $386,87 
Those Getting Diplomas er 
Receiving diplomas are: J. H. Berry Leisur 
hill, New York Life, Chicago; W. Ri (2) H 
Eavenson, Guardian Life, Buffalo; L. lt” } og 
Freidson, New York Life, Los Angeles jcenc 
G. L. Griffin, Massachusetts Mutwli®™ ter-Ph 


Springfield, Mass.; T. L. Harder, Su 
Life of Canada, Little Rock, Ark.; Mor 
ris Meyer, Metropolitan Life, Baltimore 
H. G. Remington, Mutual Life of New 
York, Philadelphia; E. W. Schmunk, 
New York Life, Chicago; F. G. Stull F 
Penn Mutual, Philadelphia; H. C. Whit F™ 
comb, Massachusetts Mutual, Chicago, F™ 
J. B. Yount, Mutual Life of New Yok p= 
San Francisco. Sy 
* * * 
SAN FRANCISCO OBSERVANCE 


A feature of the northern California y 
sales congress in San Francisco was th /7 
C. L. U. tenth anniversary celebration 
at a luncheon meeting. J. H. Woot) 












manager Union Mutual Life and pres man, 
dent of the San Francisco chapter, pre Cleve! 
sided, and C. L. U.’s from San Frarf@ AGED 
cisco, Oakland, Sacramento, Woodland j — 
and Stockton attended. David Living|” Chia 
ston of the law firm of Livingston &7% getes 
Livingston, discussed recent develo-) > (1) » 
ments and decisions under the CalkP % (5) 1 
fornia community property law. pe (9) N 
Gerald’ Whitaker, Oakland managtt 
of the Travelers, will speak before th} 
San Francisco chapter April 19, discuss | PR 
ing German insurance companies and York, 
inflation. pra 
cians (1) 
HEAR TALK ON INFLATION ps 
The Los Angeles C. L. U. chaptet (%@ nati, 
heard Dr. G. L. Hoxie, head of researth 7% 170,9: 
department Southern California Edison | $1,841 


Company, as speaker on “Inflation.” 


* Ok Ok 






MEYER GOLDSTEIN SPEAKS 


M. M. Goldstein, assistant manager C 
L. McMillen agency Northwestern Mu 7 








tual Life, New York City, addressel 7 

the April 15 luncheon meeting of th i 

New York C. L. U. chapter at the He 7 — 

tel Martinique on the sales, legal and ta 7 N 

phases on pension trusts. Mr. Gold. a . 

stein’s talk on this subject was one ©) 

the major features of the Northwestetl | 

Mutual’s regional convention early th! 7 

year. b Tt 
Each member of the chapter W477 we 

permitted to bring an accountant, an at © Neg 

torney or an executive who would havé9@ pani 

particular interest in the pension tr 4 pe 


idea. 


Cosgriff North Dakota Manage | 
Ed P. Cosgriff, First National Bat 









mati 
building, Fargo, has been appoint men 
North Dakota state manager of t fore 





Farmers Union Life of Des Moines. 
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COMPANY SALES LEADERS 
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EQUITABLE LIFE, N. Y. 
PERSONAL PRODUCERS: (1) Louis 


Behr, Chicago; (2) John Morrell, Chi- 
cago; (3) Harry T. Wright, Chicago; (4) 


jisidor Hirschfeld, New York; (5) Isador 
*s, Stein, 


Chicago; (6) Max Reibeisen, 
New York; (7) Richard E. Hanley, Chi- 


cago; (8) Lloyd H. Bunting, New York; 


awarded 
e’s midi 
he tot, 
- includ’ 
NCy cer 
for they 
Ce year 
1 met. 

ll exam. 
he thre 
ve ther 
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observ. 
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591; 
© $394,300; 
© $386,870; 
a —. (10) Bert Shadle, Great Falls, 
Mont., 


land, Ore., $1,833,794; (10) C. E. Cleeton, 


= Cal., 


) chester, N. H.: 


© York, Pa, 


Poe 
A. Phillips, 


panies, js 


(9) Leo F. Duax, Milwaukee; (10) 
Charles Wadsworth, Chicago. CASE 
PRODUCERS: (1) R. B. Lanham, Wash., 
D. C., 303; (2) H. M. Carlsen, Des Moines, 
267; (3) L. S. Kussy, Peoria, 240; (4) 
Dana Reynolds, Okla. City, 191; (5) Lloyd 
H. Bunting, New York, 187; (6) E. A. 
Schaub, Detroit, 184; (7) J. H. Houston, 


) portland, Ore., 183; (8) C. L. Hansen, St. 


Paul, 182; (9) M. J. Beckers, St. Paul, 


* 179; (10) J. C. Morrison, Des Moines, 176. 


kK OX 


OCCIDENTAL, CAL. 


PERSONAL PRODUCERS: (1) R. E. 
Watson and H. W. Wraith, San Fran- 


> cisco, $799,518; (2) C. E. Cleeton, Los An- 


geles, $654,723; (3) F. J. Longo, Los An- 
geles, $580,038; (4) H. E. Tandy, Denver, 
$535,990; (5) H. M. Leisure, Los Angeles, 
$526,386; (6) Chas. Walls, Canada, $455,- 
(7) Leonard Brown, Vallejo, Cal., 
(8) Wm. E. Sander, Seattle, 
(9) S. H. Covel, Los Angeles, 


$359,000. AGENCIES: (1) H. M. 
Leisure Agency, Los Angeles, $8,121,247; 
(2) Home Office, Los Angeles, $7,836,598; 
(3) San Francisco, $5,644,035; (4) Canada, 
$2,563,733; (5) Marmaduke Corbyn 
Agency, Okla. City, $2,521,719; (6) Hun- 
ter-Phillips Agency, Spokane, $2,095,809; 
(7) Security Ins. Agcy., Ltd., Hawaii, $2,- 
032,612; (8) Seattle, $1,874,078; (9) Port- 
Los Angeles, $1,769,202. STATES: (1) 
$36,833,838; (2) Wash., $5,556,300; 
(3) Okla., $2,878,031; (4) Ore., $2,679,999: 


» (5) Can., $2,563,943; (6) Mont., $1,975,851; 


po Petals: $1,939,027; (8) Idaho, $1,- 

72.483: (9) Col., $1,404,453; (10) Tex. 

> $1,336,278. a 
kK * 


NATIONAL LIFE, VERMONT 
PRODUCERS: (1) J. T. Bryson, Man- 
“ (2) F. E. Baker, New 
York; (3) R. P. Burroughs, Manchester, 
N. H.; (4) B. S. Johnson, Rochester, 
N. ¥.; (5) G. M. Robinson, Detroit; (6) 
A. C. Petersen, Hartford; (7) C. C. Wim- 
bish, Greensboro, N. C.; (8) P. G. Haus- 
eee aoa (9) H. V. Haas, 

eland; (10) E. B. Fisher, Cleveland. 
AGENCIES: (1) New York-Wells, (2) 
Cleveland, (3) Detroit, (4) Boston, (5) 
Binghamton, N. Y., (6) St. Louis, (7) 
Chicago, (8) Manchester, (9) Los An- 
geles, (10) San Francisco. STATES: 
pe hee ee Bay (3) Ill, (4) Cal., 

Mich., ass., (7 ” 

Gh. ite Cee 


* *k * 
OHIO NATIONAL LIFE 
PRODUCERS: (1) H. R. Lindenberger, 


: $289,950; (2) E. W. Millhol- 
and, Columbus, O., $264,266; (3) G. P. 


ae Erie, Pa., $213,923. AGENCIES: 

(3) — —_ Erie, $1,333.461; 
a iregor 

$1,119,985, Fe Wade, Harrisburg, 


(3) Hodges Agency, Cincin- 


nati, $868,607. STATES: (1) Ohi 4 

170,935; (2) P be ij oO, $ a 

$1,846,632. a. $2,819,311; (3) Cal, 
* * x 


NATIONAL LIFE & ACCIDENT 
YoPODUCERS: (1) W. J. Whitley, 
aa on n, O.; (2) W. C. Pollard, Nash- 
ae 3) H. A. Franke, Chicago; (4) 
' &. Rice, Huntington Park, Cal.; (5) 

Schwartz. Fort Wayne, Ind.:; (6) 
Detroit; (7) J. R. Rogers, 


Fort Worth; (8) .W.'R. McCaslin, Hutch- 








Negro Life Companies to 
Observe Insurance Week 


‘neneees 








The National Negro Insurance Associ- 


ati , : : 
on, whose membership consists of the 


Ne : 
§TO owned and managed life com- 


Promoting Life Insurance 
cet and In order to bring it home to 
red people it will be known as “Na- 


ti N 
tional Negro Insurance Week.” 


i This 

Z oe a. The association has got- 
pee ratte and other promotional 

ated pe sa for distribution among __ its 
the | mbers. The Negro companies there- 











fore will ici 
“re will participate very activ i 
week’s activities. * ee) oot 








inson, Kan.; (9) B. J. Moore, Detroit; 
(10) R. E. Fort, Jr., Nashville. AGEN- 
CIES: (1) Johnson City, C. P. McCurdy; 
(2) Clarksville, J. H. Davis; (3) Mont- 
gomery, C. C. Hunnicutt; (4) Pittsburgh, 
J. D. Anderson; (5) Rome, C. E. Weath- 
erly; (6) Jackson, Miss., J. L. Daniell; 
(7) Detroit No. 8, C. L. Trivett; (8) 
Nashville No. 2, G. F. Hartley; (9) 
Youngstown, J. H. Brakebill; (10) Hunt- 
ington Park, E. G. Ross. STATES: (1) 
Tex., (2) Tenn., (3) O., (4) Ga., (5) La., 
(6) Mich., (7) Ala., (8) Cal., (9) IIL, (10) 
Mo. 
J. 8. 
MINN. MUTUAL LIFE 

PRODUCERS: (1) R. H. Pearson, Ft. 
Worth; (2) N. F. Winter, St. Paul; (3) 
P. V. Ohiheiser, Lincoln, Nebr.; (4) C. L. 
Hoon, Denver; (5) W. L. Wilson, Ft. Peck, 
Mont.; (6) P. R. Schweich, Los Angeles; 
(t): EL- B: Wietor,. St. Paul; <8) RR. V. 
Waln, Cheyenne, Wyo.; (9) J. B. Clark, 
Oakland, Cal.; (10) L. R. Mckee, Joplin, 
Mo. AGENCIES: (1) Victor - Winter 
Agency, St. Paul; (2) R. H. Pearson, Ft. 
Worth; (3) P. D. Williams, Minneapolis: 
(4) H. F. Bekecham, Dallas; (5) C. L. 
Hoon, Denver; (6) R. V. Waln, Cheyenne, 
Wyo.; (7) D. O. Johnson, San Antonio; 
(8) Boyle & Boyle, Chicago; (9) P. F. 
Jenkins, Tacoma; (10) J. E. Chappell, 
STATES: (1) Minn., $5,- 


464,785; (2) Tex., $5,374,584; (3) Ill, $2,- 
417,633; (4) Mont., $2,012,943; (5) Cal., 
$1,965,580; (6) Kan., $1,472,487; (7) Mo., 
$1,461,742: (8) N. C., $1,394,015; (9) O., 
$1,279,338; (10) Neb., $1,128,328. 

* OK * 


EQUITABLE LIFE OF IOWA 

PRODUCERS: (1) G. W. Randall, Wil- 
liamsport, $1,085,151; (2) R. H. Sheldon, 
Los Angeles, $462,569; (3) J. L. Weaver, 
Akron, $322,600; (4) G. L. Maltby, Kan- 
sas City, $306,031; (5) C. J. Boex, Cincin- 
nati, $300,456; (6) J. L. Emerick, Albany, 
$299,514; (7) D. H. Swartz, Detroit, $294,- 
262; (8) R. O. Claypoole, Philadelphia, 
$290,524; (9) J. Claster, Harrisburg, $286,- 
610; (10) A. R. Crawford, Chicago, $284,- 
348. AGENCIES: (1) P. B. Rice Agency, 
Harrisburg, $2,490,683; (2) Griffin. Ingram 
& Pfaff, Chicago, $2,423,738; (3) H. A. 
Hedges, Kansas City, $1,916,844; (4) L. T. 
Boyd, Kokomo, $1,683,789; Ww. 
Crawford, Chicago, $1,672,405; 
Smart, Detroit, $1,626,753; (7) 
Laurer, Williamsport, $1,612,517; (8) J. 
B. Moorman, Cincinnati, $1,566,263; (9) 
R. L. Hoghe, Los Angeles, $1,554,805; (10) 
F. W. Osmundson, Mason City, $1,516,523. 
STATES: (1) Ia., $8,026,178; (2) Pa., $7,- 
398,656; (3) O., $6,554,901; (4) Ill., $5,907,- 
935; (5). N. Y., $4,072,925; (6) Ind., $3,641,- 
460; (7) Cal., $3,403,392; (8) Mich., 
$2,472,949; (9) Mo., $2,412,282; (10) Minn., 
$1,719,407. 

*x* * * 
MONUMENTAL LIFE 

PRODUCERS (Placed and paid busi- 
ness): (1) W. Arata, Chicago 3, $66,000; 
(2) M. DiCillo, Cleveland 2, $57,500; (3) 
Cc. Adams, Cleveland 2,. $56,000; (4) R. 
Marino, Highlandtown, Md., $54,000; (5) 
R. DePasquale, Philadelphia 2, $53,500; 
(6) B. Lane, Cleveland 1, $50,000; (7) A. 
DiNallo, Cleveland 1, $45,000; (8) J. 
Koleszar, Cleveland 1, $43,000; (9) C. 
Binger, Newark, O., $42,000; (10) H. 
Schwartz, Cleveland 1, $42,000. AGEN- 
CIES (Increase): (1) R. Page, Cleveland 
1, $608,000; (2) H. M. Stoker, Baltimore 
N. E., $396,500; (3) C. Bowen, Baltimore 
N. W., $340,500; (4) J. Miller, Baltimore 
Hightown, $295,000; (5) R. Smith, Balti- 
more Central, $294,000; (6) J. Harris, 
Pittsburgh, $281.000; (7) O. F. Atkins, 
Chicago 3, $267,500; (8) W. H. Keidel, 
Chicago 1, $246,000; (9) J. Hanley, Colum- 
bus, O., $204,000; (10) A. C. Jacoby, De- 
troit 1, $201,500. STATES: (1) Ohio, 
$19,186,992; (2) Md., $16,834,139; (3) Pa., 
$10,786,412; (4) Mo., $9,241,759; (5) IIL, 
$8,842,228; (6) Mich., $3,837,063; (7) Ind., 


$2,541,268; (8) La., $1,701,834; (9) Ky., 
$1,480,523; (10) D. C., $1,367,465. 
* * * 


PAN-AMERICAN LIFE 
PRODUCERS: (1) F. L. Barrow, Baton 


Rouge, La., $388,075; (2) T. N. White- 
hurst, Beaumont, Tex., $289,113; (3) R. 


A. Patrick, Jr., Lakeland, Fla., $260,615; 
(4) L. A. Goodman, El Paso, Texas, $236,- 
250; (5) L. B. Horton, San Angelo, Tex., 
$224,000; (6) R. H. Potter, Bogalusa, La., 
$223,083; (7) J. C. Johnson, Pensacola, 
Fla., $220,085; (8) W. C. Hester, Jackson, 
Miss., $206,250; (9) A. H. Himchak, But- 
ler, Pa., $206,050; (10) J. O. Ogle, Bir- 
mingham, Ala., $201,411. AGENCIES: 
(1) Macfarlane New Orleans Agency, 
$1,592,194; (2) Pennsylvania Und. Co., 
Pittsburgh, $1,070,481; (3) Southwest 





Texas Agcy., San Antonio, $594,192; (4) 
F. L. Barrow Agcy., Baton Rouge, La., 
$497,325; (5) R. A. Patrick, Jr. Agcy., 
Lakeland, Fla., $462,249; (6) J. O. Ogle 
Agency, Birmingham, Ala., $454,311; (7) 
L. A. Goodman Agcy., El Paso, Tex., 
$452,229; (8) P. L. McKenzie Agcy., 
Alexandria, La., $422,404; (9) H. S. Smith 
Agcy., Shreveport, La., $409,230; (10) 
Berryhill Agey., Memphis, $377,200. 
STATES: (1) La., $3,015,676; (2) Tex., 
$2,462,263; (3) Fla., $1,122,870; (4) Pa., 
$1,053,765; (5) Ga., $783,761; (6) Ala., 
$731,714; (7) Okla., $693,409; (8) Miss., 
$633,980; (9) Ill, $554,860; (10) Ind., 
$468,890. 

*x* * * 
PHILADELPHIA LIFE 
PRODUCERS: (1) William Elliott, 
Philadelphia, $252,750; (2) Sol Lilienfeld, 
Atlantic City, $202,000; (3) I. D. Elmore, 
Sumter, S. C., $189,000. AGENCIES: (1) 
Elliott, Philadelphia, $782,765; (2) G. D. 


treasurer, T. L. Fowler, supervisor 
Woodhouse Union Central agency. 





Baker Resigns as Receiver 

KANSAS CITY, April 15—W. R. 
Baker, receiver for the Federal Reserve 
Life since last May, resigned Mon- 
day. Federal Judge Hopkins appointed 
R. G. Lindsay, another Kansas City, 
Kan., lawyer, as receiver. The Occi- 
dental Life reinsured the Federal Re- 
serve last year. 


Aldrich & Coffman Has Opening 


Formal opening of the Aldrich & Coff- 
man general agency offices of the Co- 
lumbia Life, Cincinnati, at Cleveland, 
was attended by F. B. Cross, Jr., execu- 
tive vice-president, W. H. West, super- 





Edmondson’s Sons, Danville, Pa., $714,551; 
(3) J. A. Wilson, Philadelphia, $540,416. 
(i) Pa., 
(3) Ill, $416,000. 


STATES: 
$687.280; 


Crowell Heads Supervisors 


S. P. Crowell, agency supervisor in 
the general agency of Wallace N. Wat- 
son, ‘Connecticut Mutual, Boston, was 
elected president of the 
Supervisors’ Club at its annual meeting. 
Other new officers are vice-president, W. 
P. Spencer, supervisor Manuel Camps 
Mutual, 


agency, Penn 


ricks, actuary. 


$2,907,626; a dinner was held. 


(2) N. J., 


mond. 


Boston Life Mr. Kelley 


was 





and_ secretary-' years. 


intendent of agencies, and stanley Fred- 
Following the opening 


R. R. Lounsbury, president Atlantic 
Life, and D. W. Kelly, retiring treas- 
urer, were the guests of honor at a din- 
ner given by the officers and depart- 
ment heads of that company in Rich- 


presented a_ gold 
watch by officers of the Atlantic Life 
as a token of their high regard. He has 
been with Atlantic Life more than 15 
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Family Income... 


in 
Up-to-date Form 


t ppuemeey timely service offered by State Life 
Agents to their prospects and clients is the 
“Family Income Policy” in advanced form .. . 
If the Insured survives the income period—either 
ten or twenty years as provided. in the policy 
—the coniract is continued on the Life, Con- 
tinuous Premiums (Ordinary Life) plan, with the 
premium rate as at age of original issue . .. Waiver 
of Premium Disability and Double Indemnity bene- 
fits may be included under usual requirements . . . 
State Life Agents offer complete Life Underwrit- 
ing Service, from ages one day to sixty-five years 

. . Agency Opportunities for those qualified. 
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THE Ohio legislature has passed an 
act clothing the state insurance depart- 
ment with authority to rehabilitate life 
*companies. , This procedure is being fol- 
lowed in more and more states. It is 
found the most economical, business like 
and satisfactory way to handle life com- 
panies that discover themselves unable 
to proceed under their own power. 

Instead of going through the re- 
ceivership process which involves vast 
waste, the state department is thus given 
authority to assume charge of a com- 
pany and work out its salvation to the 


Dealing with Unlicensed Companies 


Tue Arkansas insurance department un- 
der its new commissioner, Maj. M. J. 
Harrison, is out gunning for nonadmit- 
ted companies that have not paid their 
claims. Major Harrison finds there 
are nearly 100 concerns operating in 
his state without a license doing busi- 
mess by mail. Tue NATIONAL UNDER- 
WRITER has pointed out from time to 
time that regardless of how exemplary 
and sound a company might be it is 
always dangerous for a person to take 
out insurance in it if it is not regularly 
licensed in his state. 

The country is now flooded with so- 
called benevolent mutual benefit, assess- 
ment outfits and other concerns of like 
ilk that do business by mail. Many of 


The Weary Public 


As the New York legislature draws 
near adjournment, with less and less 
chance that the QuINN resolution to in- 
vestigate life companies will amount to 
anything it seems quite possible that 
the legislators, except for Senator 
Quinn and his coterie, have decided that 
there is nothing worth investigating in 
the conduct of life insurance companies 
and that the public is not interested in 
a spectacle of a panting, sweating in- 
quisitor doing his best to make moun- 
tains out of molehills and banner head- 
lines out of material rating about a half 
an inch of space on an inside page. 

The house of representatives at 
WaAsHINGTON recently showed that it 
was weary of investigations by tabling 


Success Attracts Success 


RECRUITING of new men is at a stand- 
still with opportunities in other lines 
taking up the available slack. Man- 
agers and general agents are realizing 
more than ever that something must be 
done to improve the status of the men 


Rehabilitation Plan for Companies 


best advantage of the policyholders. It 
miay be that the company should be re- 
insured or taken over by another com- 
pany under a management contract. The 
department may decide actually to re- 
habilitate it and in time restore it to ac- 
tive business. A legal ‘reserve life com- 
pany may be pummeled, jolted and 
jarred and seemingly every spark of life 
squeezed out and yet it has remarkable 
recuperative power. In our opinion 
every state should have a law permitting 
the insurance department to take over 
distressed companies. 


these are robbing the people. An un- 
licensed company should have no stand- 
ing whatever in any community. There 
are plenty of insurance companies regu- 
larly admitted to states paying their 
share of taxes and fees and contributing 
therefore to the public welfare. From 
this standpoint alone an_ unlicensed 
company should never be regarded with 
favor. 

Further, a policyholder in an un- 
licensed company has no recourse what- 
ever through his state insurance depart- 
ment in case of any dispute. He would 
be forced to go to its headquarters to 
try to get redress. He has no agent at 
his hand to assist him in any issue with 
an unlicensed outfit. 


by a vote of 184 to 38 the DicksTEIN 
resolution calling for an inquiry into 
supposedly uN-AMERICAN activities and 
propaganda in this country. Represent- 
ative MAverIck of TExas asserted that 
the people were growing tired of Con- 
gress poking its nose into everybody’s 
business and denounced the resolution 
as “just a lot of noise that will bring 
loss of prestige to Congress.” If legis- 
lators believe that the public is tired of 
investigations where there might actu- 
ally be something to investigate, it 
would certainly receive with even 
greater apathy an investigation which 
has so little basis for being set in mo- 
tion as a proble into life companies’ 
operations. 


now in the field if new men of high 
caliber are to be attracted to the agency 
ranks in the future. It is only natural 
that the recruit considering the oppor- 
tunities in life insurance wants to know 


ing and the present average is far from 
gratifying. There are too many that 
are merely “getting by.” 

With many lines of business acceler- 
ating faster than life insurance the man- 
agement side of the business is giving 
‘more thought to the agitation for better 
agency practices. The once idealistic 
objectives of improving the status of 
the individual agent is fast becoming 
the means for a practical solution of the 
problem facing life insurance executives. 


Life insurance as a product and a; 
saving system for emergencies stanj 
on a high pinnacle beyond approach by 
the merchandising of this product 
being criticised freely. Talk of salarie 
agents, for example, shows that dey 
thought is being given the earnings 
the producer. This is a healthy trend ¢j 
thought, no matter what is the ultima, 
solution. Take care of the producer; 
earnings and recruiting will take cay 
of itself. 








PERSONAL SIDE OF BUSINESS — 





In a recent editorial in which a list 
of insurance commissioners: that had 
practical insurance experience was 
given, Commissioner J. Balch Moor of 
the District of Columbia was _ over- 
looked. He had 31 years of continuous 
work in all lines of insurance especially 
life insurance and workmen’s compensa- 
tion. 


Heber J. Grant, head of the Heber J. 
Grant & Co. general agency, Salt Lake 
City, and of the Utah Home Fire, and 
the Beneficial Life, is leaving shortly 
for a visit to England. Mr. Grant is in 
his 8ist year but is still very active. He 
has been in the insurance business 65 
years. 


H. L. Barr, Indiana state agent Al- 
liance, National Security and Central of 
Maryland, has been elected president of 
the Mercator Club’s Indianapolis chap- 
ter. W. E. Meub, Indianapolis, general 
agent of the New England Mutual Life 
is a vice-president of the national body. 


Henry S. Nollen, president of the 
Equitable Life of Iowa, has retired as 
chairman of the Des Moines board of 
water works trustees. 


C. B. Stumes of Stumes & Loeb, Chi- 
cago general agents Penn Mutual, and 
Mrs. Stumes are vacationing in Augusta, 
Ga. Mr. Stumes is a golf fan and se- 
lected Augusta for his vacation this year 
in order to watch the masters’ tourna- 
ment on Bobby Jones’ home course. 

P. A. Ferguson, 56, for the past 10 
years manager of the southern Ontario 
office of the Dominion Life, died in 
Hamilton, Ont. He had been with the 
Dominion Life for 31 years and was well 
known in Lindsay, Peterborough and 
Ottawa, where he had been located 
before going to Hamilton. 


A leather golf bag was presented by 
the company to A. L. Bell, Mobile man- 
ager Protective Life of Birmingham, on 
completing 15 years of service. His 
agents presented him a “flock of appli- 
cations.” Mr. Bell also supervises agen- 
cies in Biloxi, Gulfport and New Or- 
leans. 


W. E. Stewart, secretary of the Su- 
preme Liberty Life of Chicago, the well 
known Negro company, is made chair- 
man of the board of management of the 
Wabash Y. M. C. A. in his city and 
becomes a member of the south side 
central regional committee. It will as- 
sume the responsibility of supervising 


Mr. Stewart is also secretary and trey. 
urer of the Chicago Burr Oak Ceme. 
tery, which is the only Negro owne/ 
and operated cemetery in the city. 


F. F. Hobby, 64, assistant generd 
counsel Mutual Life of New York, died 
at his home in Pleasantville, N. Y,; 
suburb of New York City. He started 
with the Mutual Life as a boy. He 
studied law at New York University lay 
school while a clerk in the companys 
accounting department and _ was at: 
mitted to the bar in 1903. He becam 
assistant general counsel 13 years ago, 


J. W. Kinsinger, general counst! 
Midwest Life, and A. J. Weaver, Jr, 
Union National Life, were the only ones 
of the six insurance candidates for the 
council in Lincoln, Neb., who won nom 
inations. Six councilmen will be chosen 
from the 12 nominees at the May | 
election. 

J. C. McFarland, Cincinnati genera 
agent of the Ohio State Life, has just 
completed two and half years in the 
App-a-Week Club. 

H. C. Lawrence, of Newark, general 
agent Lincoln National Life, former 
president Life Underwriters Association 
of Northern New Jersey, was the leader 
for personal production of all of the 
representatives of the company through- 
out the country. Mr. Lawrence is cele: 
brating his 15th anniversary with the 
company this year. 


Mr. and Mrs. L. F. Paret have gont 
on an extended trip to Nassau and Ha 
vana. Mr. 
Provident Mutual Life for many years 
as general agent in Camden, N. J., and 
Philadelphia. He has not been in gool 
health for several months and it is ex 


his health. 
quarter of 1937. 


R. L. Wilson, 58, former general 
agent of the Central Life of Iowa, died 
at the home of his mother in Seaside, 


Ore. 


C. C. Day, general agent Pacific Mu- 
tual Life, has been elected president 0! 
the Oklahoma City Better Business Bu 
reau. 


sachusetts has left the hospital follow: 
ing an operation for appendicitis and 1s 





the recreational project formerly oper- 





what other men in the business are earn- 


ated by the consolidated park board. 


The legislative 


——<, 


the past few months. 
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Commissioner F. J. DeCelles of Mas F 


recuperating at his home in Cambridge. i 
It is his second hospital experience i 7 
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committee on insurance has postponed 
reports on several bills, those of the 
commissioner asking more power in 


und as } 









Oach by regulating the licensing of new com- 
oduct jj panies and some for the investigation of 
- Salariefite life and casualty companies as a whole, 
at dex until after the commissioner is able to 


‘ i he committee. 
nings ¢ meet with the 


trend oj 
ultimay 
‘Ooducer' 
ike car 


S. §. Northington, Los Angeles gen- 
eral agent Connecticut Mutual Life, en- 
tered a hospital for his third surgical 
operation in the past two years. He 
is reported to be recovering splendidly 
from the operation, but it will probably 
he some time before he is able to re- 


"e sume active work. 


—— 
W. H. Pierson of Newark, who has 
—___. just celebrated his 50th anniversary with 
a Provident Mutual Life, will take an 


id. tregs. 





ing choir boy of the church in 1866- 
1867. He is in his 80th year and still 
active in life insurance work with the 
A. F. Gillis agency. 


Mrs. T. B. Martin, 55, wife of the 
president of the First National Life of 
New Orleans, died suddenly in Mande- 
ville, La. 


Dr. C. C. Criss of Omaha, president 
United Benefit Life and Mutual Benefit 
Health & Accident, arrived at his of- 
fice Monday, having gone to California 
to meet Mrs. Criss and drive back in 
their automobile. Mrs. Criss is in charge 
of personnel at the head office. 

Orin S. Spencer, general agent Massa- 
chusetts Mutual in Harford, is now back 
in his office part time after recovery 
from a five weeks’ siege of illness fol- 
lowing an attack of pneumonia. 








NEWS OF THE COMPANIES 











active part in celebrating the 100th an- 
| Cemefe niversary of the founding of Grace 
ownef’ Church in Newark. He is the only liv- 
ty. 
general 
rk, die 
ae 
Started s ° ° 
y. Ife. Equitable, Iowa, Lists Gain 
sity law 
npanys March, 1937, Increase over March, 1936, 
red. in Paid Business Totals 23 Percent 
rs ago, —Cincinnati Agency Leads 
couns! Hi DES MOINES, April 15—The Equi- 
er, J, table Life of lowa announced production 
ly ones HS of $5,777,010 of paid business in March, 
for thie 3 gain of 23 percent over March, 1936, 
n non-H and the largest volume paid for in 
chose any month since March, 1932. A gain 
May 4 © of $2,904,554 or 64.8 percent, in business 
© in force was recorded, a gain for the 
| " first quarter of $4,469,603. Gains for the 
genera ' first quarter and for the entire year of 
aS just) 1936 were $506,268 and $7,369,700, re- 
in the Be spectively. 
Total business paid-for in March, in- 
cluding annuities, was $6,814,770, a gain 
seneral © of $806,951, or 13.4 percent over March, 
former 1936, sufficient to bring the paid total, 
ciatio! B including annuities, for the first quarter 
leade F to $16,320,423, a gain of $1,434,527, or 
of - 9.6 percent. 
rough: F 
; po March Production for Nollen 
h the Paid production in March was dedi- 


cated to President H. S. Nollen. Aug- 
mented allotments were given to each 
agency, and a campaign based on por- 
traying the “Equiowa March of Time” 
through the 70 years of its existence was 
the sales promotion vehicle. Highlight 
of the month was President’s day, 
March 18, when there was a one-day 
written business tribute to President 
Nollen and 262 agents secured 437 ap- 
plications for a total of $1,736,647. 
Cincinnati, J. B. Moorman, general 
agent, led all agencies in March with a 
paid total of $315,571. Seventeen of the 





-neral + 19 members of that agency participated 
, died > in this total, nine paying for more than 
aside, F $10,000 each and five for more than 
- $20,000. Kokomo, L. T. Boyd, general 
' agent, ranked second with $289,147, and 
Mu-f) third place, Rice Agency, P. B. Rice, 
nt oi) general agent, with $267,224. Other 
; Bu Fe agencies paying for over $200,000 were 
| Griffin, Ingram & Pfaff, Chicago; 
|) Hilmes & Strief, Des Moines; Los An- 
Mas Ff) geles, R. L. Hoghe, agency manager; 
llow-f) Williamsport, R. G. Lauer, general 
nd 1 agent, and the W. F. Crawford agency, 
idge F) Chicago. 
ce in Fy G. W. Randall of the Williamsport 
ative f= agency, R. G. Lauer, general agent, led 
= the field in personal production in 
pod March with a paid total of $161,000. 
DAY Sues for Organization Service 
ont O. R. Wagner, former treasurer of 
oan Great Northwest Life, Spokane, Wash., 
1 has filed suit against the company for 
rea} *4,000 for his services in assisting in 
e the Organization in 1928, in company 
pe With F. E, Dunton and Harry Horne. 
— Horne, who was agency «manager, re- 
Kine signed in March, 1930. Dunton was 


discharged as secretary in April, 1935, 
and Wagner resigned as treasurer last 
January, 








Mail Drive 


Life Works Out Testimonial 
Layout for Use in Planned 
Estate Canvassing 


Plans 


Home 


Direct 








The Home Life has developed a new 
direct mail plan by which the testi- 
monial appeal is given a new dress. It 
has superimposed on a facsimile of a 
life policy pictures of clients who en- 
dorse planned estate methods. 

The paper simulates texture of paper 
upon which a contract is written. Litho- 
graphic borders frame the printed mes- 
sage; and against a background of the 
contract’s provisions, business and pro- 
fessional men with endorsements of 
what planned estates’ service has done 
are pictured. The promotional piece re- 
minds the assured that he hasn’t had the 
time to read the words that convey the 
contractual obligations of a company to 
him as a policy owner. 

As the policy is unfolded, a headline 
greets the recipient, “Your Present Life 
Insurance.” This appears where the 
usual masthead or title is reproduced. 
Beneath it in bold type the promotional 
piece reads, “Are you receiving all you 
pay for in your present life insurance 
policies?” The subsequent copy explains, 
under the word “importaat” that there 
is no implication that policy values in 
currently owned insurance have. been 
hidden, saying policies have always con- 
tained “these values,” but most business 
men have had neither the time nor the 
inclination to exercise fully their rights. 
This leads at once into copy which out- 
lines the benefits of properly planned 
life insurance. 





Investment Situation Good 


United of Chicago Has Cash and Bonds 
More Than Equal to all 
Liabilities 








The United of Chicago has so im- 
proved its investment portfolio that the 
total of its cash and government bonds 
more than take care of its entire liabili- 


ties. Its cash is $107,741 and its bonds 
$165,139. Together they comprise 
51.7 percent of the assets. The total 


liabilities including reserve are $243,749. 
The United has 22.8 percent in first 
mortgages and 16.9 unencumbered real 
estate and sales contracts. A special 
contingency reserve has been set up 
against possible losses. Its capital is 
$200,000 and its net surplus $56,998. The 
United has $2.16 of assets for every dol- 
lar of liability. The United writes life, 
health and accident, both industrial and 
ordinary. 

The company has fad the same man- 
agement since organization. O. T. Ho- 


gan, the president, and A. D. Johnson, 
secretary and treasurer, were the main 





factors in the company at the start. La- 
ter on Rockwood became vice- 
president and manager of the life and 
commercial departments. It has paid 
policyholders since organization $4,200,- 
000. 





Connecticut General’s Drive 





Silver Anniversary eof Accident Depart- 
ment Is Marked by Special 
Sales Campaign 





Agents of the Connecticut General 
Life are celebrating with an eight weeks’ 
campaign running through May 27, the 
25th anniversary of establishment of the 
accident department. A_ special one- 
week campaign from April 8 to 15 
honors George Goodwin, department 
secretary whose 25th anniversary with 
the company occurred April 8. 

“Race the Rate,” slogan of the cam- 
paign, derives from the fact eight peo- 
ple in every 100 are killed or injured in 
accidents each year. Aim will be to in- 
sure clients at better than the annual ac- 
cident rate per 100. 

Anniversary souvenirs will be 
awarded each contestant writing $150 
or more in premiums, and prizes will 
be given for paid premium credits of 
$250 or more. In addition to these, 
there will be special awards for the three 
leaders in paid premium credits at the 
close of the campaign. 

Initial experience indicates a highly 





successful campaign. During the first 
few days, production has been at almost 
double normal rate. 


Rex Bixby Resigns Post 
With National Cooperators 


Rex Bixby, vice-president and general 
manager of the National Cooperators 
Mutual of Denver, has resigned. This 
company was organized by the farm 
group to write accident and health in- 
surance. Mr. Bixby was called in to get 
the company mechanism started and 
well organized. It is completely set up 
and is smoothly running. The direc- 
tors desired a one-state company while 
Mr. Bixby’s plan was to have a broader 
field. In the interest of harmony he 
concluded that the best plan was for 
him to resign. He already has two or 
three propositions in mind. It has been 
pretty much of a one-man job. Mr. 
Bixby is well known in the insurance 
field among both accident and life men. 

April Is “Irish Month” 

April has been designated “Irish 
Month,” during which the field force of 
Union Mutual Life is putting on an in- 
tensive drive for new business in honor 
of Vice-president R. E. Irish. A goal 
of $2,000,000 has been set. 


Standard, Indiana, New Directors 


E. H. Stein, Bloomfield, speaker of 
the Indiana house, and J. L. Richard- 
































* MODERN LIFE INSURANCE SINCE 1845 *® 





STATISTIC 


A figure sleuth has discovered that the average length 
of service of Mutual Benefit men (excluding new 
men) who attended the 1936 Agents’ Convention was 
something over thirteen years. An analysis of the : 
“composite man” of this group shows that he began 
his service shortly after the post war depression, made 
“good money” during the boom, had to scratch like the 
dickens for his commissions during the Great Depres- 
sion, and, still working hard, is getting better results 
for his efforts in 1936. His thirteen-year service record 
is at once a tribute to his ability and industry and to 
the Company with which he is associated. 


MUTUAL BENEFIT 


LIFE INSURANCE COMPANY + NEWARK + N * J * 
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A typical expe- 
rience tecord 
which _ illus- 
trates how the 
“Golden Rule 
Gontrae ti. 
boosts an 


agent's earn- 
ings in a given 
territory. 





A NEW OUTLOOK 


Phe COLUMBUS Watual 


In his home territory—a county of 40,000—this man saw a new opportunity 
Last year he earned future renewals on $325,000 of 
business produced by men he appointed under a contract like his own and 
received a cash bonus of $775 on their efforts. This was in addition to first 
year commissions and fifteen vested renewals on his own substantial per- 
And it was all because he saw the possibilities the 


for greater income. 


sonal production. 


“Golden Rule Contract” affords all agents. 
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America is really on its way 
again. You won't miss today’s 
big opportunity if you line up 
now with this fast-growing, 40- 
year-strong company. Splendid 
agency openings now availabl 





INSURANCE COMPANY 








son, advertising and publicity director 
for Allied ‘Mills, Fort Wayne, have been 
elected directors of the Standard Life 
of Indiana. 


Clear Up Transfer 
KANSAS CITY, April 15—On a 
show cause order signed by Judge Hop- 
kins of the Kansas federal court, direc- 
tors of the defunct Federal Reserve Life 





a 
passed a resolution which clears y 
transfer of all real estate, mortgages) 
etc., from the Federal Reserve to thi] 
Occidental Life, the reinsuring company)” 








Morehead & Co. in New Quarters 


O. H. Morehead & Co., estate analysyh 
of Detroit, have opened new and monh 
commodious offices in 1563 Union Guy. 
dian building. : 















LIFE SALES MEETINGS 











Northwestern Mutual Home 
Office Men Attend Meeting 


Several executives of the Northwest- 
ern Mutual Life attended an agency 
meeting at Sioux City, Ia. Among the 
speakers were N. H. Poindexter, assist- 
ant director of agencies; K. L. Dally, 
tax and insurance division of the Cen- 
tral West Company, and Carol N. 
a president Weatherwax Clothing 

0. 

Atfa joint meeting with the Sioux City 
Life Underwriters Association, Bishop 
G. B. Oxman spoke. C. R. Garrett, 
Sioux City general agent, presided. 


Schedule B. M. A. Meetings 

KANSAS CITY, April 15.—The 
Business Men’s Assurance will hold 
three meetings in May, one at Colum- 
bus, O., for Ohio and West Virginia 
salesmen; another at Louisville for Ken- 
tucky, and a third at Nashville for Ten- 
nessee salesmen. 

The Business Men’s Assurance has 
organized a One Hundred Thousand 
Club for salesmen who excel in life sales. 
The Grant Club qualification is for cred- 
“1 from both accident and health and 
ife. 











Buckner, Aiken Plan Tour 


Chairman T. A. Buckner and Presi- 
dent A. L. Aiken of the New York Life 
will visit the central department, includ- 
ing Chicago and St. Louis, early in 
May. They will attend a dinner which 
will mark the conclusion of a _ three- 
month testimonial drive. Department 
leaders and star producers will attend. 





Engstrom Unit to Meet 


L. H. Engstrom of Detroit, state 
manager of the Bankers Mutual Life of 
Freeport, Ill, is holding an agency 
meeting commemorating the first anni- 
versary of the agency, Friday of this 
week. Mr. Engstrom was _ formerly 
home office agency supervisor. Presi- 
dent J. C. Peasley, Medical Director C. 
L. Best, Vice-president A. P. Woodruff, 
Vice-president and Agency Manager M. 
V. Peasley and Actuary George French 
will attend from the head office. 

The agents from Michigan will have 
a day’s business session and there wiil 
be a banquet in the evening. Mr. Eng- 
strom’s organization has shown consist- 


‘ent gains right along. About 50 sales- 


men will be present. 


New World Meeting 


The New World Life held a two-day 
school for Minnesota agents in Minne- 
apolis. M. C. Laughman, northwest di- 
vision manager, presided. Robert E. 
Shay, state agent Bankers Life, was a 
speaker. 


Jacobs Agency’s Conference 


K. W. Jacobs, Jr., Milwaukee general 
agent Connecticut Mutual Life, was host 
to Wisconsin agents at a sales confer- 
ence. E. C. Anderson, home office edu- 
cational director, was the principal 
speaker. The relation of life insurance 
to the 1936 federal revenue act was dis- 
cussed. 


State Farm Virginia Meeting 


Automobile owners in. Virginia lose 
more than $1,000 an hour because of 





ee, 









accidents, C. H. Foster, representatiy 
of the claim department of the Stare: 
Farm group of Bloomington, IIl., toi 
a rally of Virginia agents in Richmon¢ 
Plans were discussed looking to a mor 
intensive development of fire and lif 
business for the group in Virginia, xf“ 
well as automobile. H. E. Baumberge fi" 

is state director with headquarters «® 
Richmond. 


Meet at French Lick 


B. A. Million, Northwestern Mutu 
Life general agent in southern Indiana 
held a spring agency meeting yesterday 
at French Lick. About 40 agents 2. 
tended. 

Home office representatives were Nel: 
son Phelps, assistant director of agen 
cies, and Laflin Jones of the education 
division. 


Farmers & Bankers Convention 


The Farmers & Bankers Liie off 
Wichita, Kan., held an agency cor 
vention at Hot Springs, Ark., April 13 
16, with about 200 in attendance. 

Company officials in attendance art > 
H. K. Lindsley, president; W. E. Brown F 
vice-president; J. H. Stewart, Jr., vice — 
president and treasurer; J. H. Burns, > 
vice-president; Frank B. Jacobshagen, 
secretary, and C. A. Swallow, assistant [7 
secretary. 


paying 
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District Meet at Sioux City 


Twenty-five agents of the Northwest- 
ern National Life attended a district 
sales conference at Sioux City, Ia. Phil 






» increas 


' 
b 
& 
i 






















Orchard, northwest Iowa manager, was 4 Nara 
in charge. Home office representatives 7 i934) 
present included Harry Hoffman) 4], yy, 
agency supervisor, and Arnold McKet- | 9 yai:4, 
zie of the auditing department. & mittee 
ea: : aids 
Illinois Bankers Agency Convention the ‘ 


The Illinois Bankers Life will hold its | 9 of 
annual agency convention at the Edge: 3 
water Beach Hotel, Chicago, Aug. 23-2. 





Convention Date Set PR 


The Business Men’s Assurance will (a The 
hold its All-Star convention at be agenc: 
Monte, Cal., Sept. 15-17. Tame ager, 


Gains Shown in N. Y. Totals 


Assets of the 56 life companies opefal- 7 
ing in New York state increased in 194 
by $1,475,274,062, the advance report 10 7 
be issued shortly by the New York de- ia 
partment indicates. The increase in a |> 
sets in 1935 over 1934. was $1,241,707" 7 
205. Aggregate assets as of Dec. 4h} 
1936, were $21,807,810,097. : 

Insurance written by these compamits § 
was $11,786,056,919, increase $73,553,831). 
Surplus increased about $71,500,000. In- 
surance in force increased $3,015,000,000. 

Premium income of these companié | 
was $3,178,036,305 and total income w 
$4,603,458,245. Claims paid were $1, 
136,439,957, increase $67,597,409. Dive 


dents paid were $407,521,981. _ Lapsed, @ applic 
surrendered and purchased policies ¢© © Angs 
creased by $149,750,474. , | eight 
The 86 fraternals and 12 assessm€™ G@ aynji, 
life and casualty associations in NeW 7 
York have assets of $811,811,464. The? apy 


received $112,962,226 from members am¢ Th 
paid $88,377,295 to members, Insurantt || 





er son 
in force was about $4,500,000,000. cago 
‘ af dorm 

Cash in on soeial security with Me are 


benefit slide rule. Gets business. 
Order from National Underwriter. 
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As SEEN FROM CHICAGO 








WORK OF BURIAL SOCIETIES 
Companies writing industrial business 
















ter : 7 2 
‘ Vin Chicago and some other points find 
analysiP shat one of the stiffest competitors is 
Mor the burial society. In the new Illinois 


n Gua-B@insurance code that has passed the sen- 
late and now goes to the house, Direc- 
or Ernest Palmer has endeavored to 
place more stringent regulations over 
he burial societies. They are really 
ssuing life insurance. The burial so- 
iety is hooked up closely with an un- 
ae ertaking establishment. A person by 
ntatn a aying so much a week is entitled to a 
State funeral costing a certain sum which the 


1, tol premium will buy. There is no cash paid 


hmoné to the policyholder but the undertaker 
7 lsupplies all the trappings. In this way 


there is a big merchandise profit. Some 







ni ; Aare 

rei 7 ‘of these burial societies have become ag- 

iy. gressive. There is one in Chicago that 
al 


has a weekly debit of $7,500. 
* * * 


MANAGERS TO PLAN DRIVE 


- Plans for the Chicago Accident & 
itd Health Association’s participation in 
ndiana F National Accident & Health Insurance 
sterday B Week starting April 26 will be crystal- 
nts a Be tized at a meeting April 20 at the La 


Mutual 





e Ne ‘Salle Hotel. ‘Managers and general 
oa e S agents of all companies writing accident 
tal “and health insurance are invited to at- 


‘tend. A, D, Anderson, Continental 
' Casualty, will outline plans for the Chi- 
- "cago association’s Accident & Health 
ition B Week breakfast April 27. It is expected 
ife of that over 600 will attend. Many man- 
core agers and general agents are offering 
ril 13} § tickets to the breakfast to all agents 





“and brokers who start Accident & 
‘e at Health Week out by writing an acci- 
Brow, dent and health policy on the first day, 
vice f April 26, immediately preceding the 
Burns, | breakfast. 
hagen,f — At the April 20 meeting R. B. Kegley 
sistant | Sof Moore, Case, Lyman & Hubbard, 
will discuss how general agents can 
' make more money by tying in with 
National Accident & Health Insurance 
ial bs Week. | Charles H. Davis, Pacific Mu- 
istrict tual Life, will tell how managers can 
Phil |» crease sales during the week and C. 
' was) Ltuman Redfield, Mutual Benefit 
atives fal Health & Accident, will tell “What Na- 
tan, [ tional Accident & Health Week Means 
“Ker.| 90 Me.” Harold R. Gordon, chairman 
> National Accident & Health Week com- 
 nuttee, will explain how to use the sales 
hon _ aids provided by his organization for 
the week. E. H. Ferguson, secretary 
Id its | of the National Accident & Health As- 
Edge: | sociation, will tell how his organization 
23-25, | 1S aiding the week sales drive. 
4 * * * 
| PRUDENTIAL CONTEST CLOSES 
wil| The Prudential’s La Salle ordinary 
Del agency in Chicago, A. V. Goldman man- 
“ | | ager, wrote $1,500,000 and paid for over 


_ > $1,000,000 business during its five weeks 
/)<Dun & Bradstreet” drive just closed. 
The contest concluded with an “auction” 
+) conducted by Mr. Goldman, the produc- 
ts using their “credit rating” earned 
through business they handled to buy a 
radio, men’s accessories, etc. The lead- 
‘ng producers. are Alan Lewis, R. L. 
Strauss, Samuel Ritacco, Brooks Fuller, 
Paul Hazard, Jr., and Nick Kyriazis. 
Mr. Lewis led ‘in volume with $175,000 
and Mr. Strauss was second with $149,- 
300. Mr. Ritacco with 19, led in appli- 
Cations. 
* * xk 
STAGE ACCIDENT DRIVE 


Two producers of the E. E. Lamb 
agency of the Columbian National Life, 
hicago, have been staging an accident 
application drive the past 10 days. P. J. 
Angsten, Jr and T. E. McCarthy in 
tight working days have turned in 16 





New applications for oo * premiums, 

hey . 

and ADVISORY COUNCIL REORGANIZED 

ance Pe. advisory council of the Hender- 
7 So" Agency, Pacific Mutual Life, Chi- 


Cago, has been reorgani i 
ganized after being 
dormant for several months, Officers 
® John Murray, president, Edmund 














Leonard, vice-president, and Elmer 
Eggan, secretary-treasurer. 

The council aids in conducting agency 
meetings, recruiting and in education. 
It also holds a forum on life insurance 
problems. as well as_ staging social 
events. The executive committee meets 
monthly with E. E. Henderson, general 
agent. 

+ £8 
W. A. ALEXANDER OFFICE'S RECORD 


J. H. Sherman, life department head 
W. A. Alexander & Co., Chicago, re- 
ports a 25 percent gain in lives and a 
10 percent gain in volume for the first 
quarter over 1936. March was the 28th 
consecutive month in which the agency’s 
production gained over the same month 
of the previous year. This was cited as 
a company record at the recent Penn 


Mutual convention at St. Petersburg, 
Fla. * 

jie, Sa 
LIFE COMPANY. STOCK QUOTATIONS 


H. W. McKinney of G. L. Ohrstrom 
& Co., Board of Trade building, Chi- 
cago, gives the following quotations on 
the stock of life companies: 


Par, Div. Bid Asked 
Aetna Life ..... 10 -60 31 32 
Bank. Natl. Life. 10 1.00 27 30 
Build. Life, Ill... 1 ane 1 3 
Central Life, Ill. 10 ries 9 aa 
Cent. States Life 5 ee 2 4 
Columbian Natl..100 4.00 80 90 
Colonial Life....100 3.00 280 310 
Conn. Gen. Life.. 10 -80 37 38% 
Cont. Assurance. 10 2.00 40 42 
Cont. Am. Life.. 10 1.20 28 33 
Farm. & Traders.100 12.00 225 260 
Fed. Life, Chgo.. 10 wes 7 10 
Girard Life .... 10 -40 12 15 
Great Nor. Life.. 10 pee 4 ay 
Great South. Life 10 2.50 23 28 
ife & Cas.,Tenn. 2 ee 13 15 
Edfe Of V&ie«~-s- 20 3.00 73 80 
Lincoln National. 10 1.20 27% 29 
Mo, State Life... 10 ees 3% % 
Natl. Life & Ac.. 10 1.60 64 68 
New World Life 10 -40 6 7 
Northw. National 5 -60 14 15 
North Amer..... 2 aa 3% 456 
Ohio National... 10 1.00 21 26 
Ohio State Life.100 10.00 225 wa 
Old Line Life... 10 -60 14 15% 
Pacific Mutual.. 1 ene 2% 3% 
Peoples Life, Ind. 10 -60 20 re 
Philadelphia Life 10 ‘as 3% 4% 
Prov. Life, N. D. 10 .80 11 +0 
Rockford Life... 10 wee 4 8 
Sun Life, Can 100 sats 700 750 
TTAVGICNS «2.0560. 100 16.00 475 485 
Union Central... 20 1.20 20 30 
Wisconsin Natl.. 10 -50 16 18 


Ambulance Chasers in Ohio 

Those who are wataching the work of 
the Ohio legislature this year find there 
are many lawyers that are more or less 
ambulance chasers who want to work up 
personal damage cases. They are inter- 
ested, therefore, in making it just as 
easy as possible to institute and prose- 
cute claims. They want the guest lia- 
bility law repealed and they are seek- 
ing in every possible way to advance 
their own cause. There has been much 
criticism of this activity among these 
barristers. 


~ somenerogns steanonne 


News of Pacific 
Coast States 























Sun Life Officials on Coast; 
New California Group Setup 


W. S. Penny, director of agencies 
and F. D. Macorquodale, superintendent 
of agencies of the Sun Life of Canada, 
are visiting agencies on the Pacific 
Coast. In San Francisco they met with 
V. T. Motschenbacher, northern Cali- 








You’re in the Money — when you sell 
accident and health. Read The Accident & 
Health Review for sales pointers. Sample 
10 cents. Address A-1946 Insurance Ex- 
change, Chicago. 








fornia manager and were guests at an 
agency luncheon. 

The establishment of a California 
group department with headquarters in 
San Francisco under the supervision of 
A. H. Hoston, was announced. Mr. 
Hoston has been group supervisor in 
Philadelphia and was previously assist- 
ant supervisor in Chicago. 

In Los Angeles the home office men 
conferred with H. S. Standish, manager 
of the southern California branch. At 
an agency luncheon-meeting they com- 
mended the branch on its 38 percent 
increase in paid production for the first 
quarter. Sales suggestions, policies and 
company investments were discussed. 


Chapman Los Angeles Speaker 

W. R. Chapman, assistant director of 
agencies Northwestern Mutual Life, 
who is touring Pacific Coast agencies, 
spoke at a meeting of the Los Angeles 
agency, W. K. Murphy, general agent. 


Probe Committee Named 


DENVER, April 15—Appointment of 
a special committee by the Colorado 
house to conduct an investigation of in- 
surance companies operating in Colo- 
rado and of the insurance department 
has been completed and the probe is 
expected to get under way shortly. 


Damage Suit Thrown Out 


An instructed verdict for the defend- 
ant brought to an end the suit filed in 
federal court’ in Oakland, Cal., by Mrs. 
Pearl B. Jarvis against the United Ben- 
efit Life, resulting from the cancellation 











of her general agency for that company 
and the Mutual Benefit Health & Acci- 
‘dent in Oakland. Suits for damages ag- 
gregating $450,000 were filed against the 
two companies. Those against the Mu- 
tual Benefit are still to be heard. The 
late W. P. Jarvis represented the com- 
panies from 1919 until his death in 1932, 
when his widow succeeded him. 


Testimonial Dinner Planned 


for Commissioner Newbauer 





INDIANAPOLIS, April 15—A 
“George H. Newbauer Testimonial Ban- 
quet,” sponsored by the Insurance Fed- 
eration of Indiana, is scheduled for the 
evening of May 10. It will be in the 
nature of a welcome to the new com- 
missioner and demonstrate the respect 
in which the office is held by insurance 
men. Governor Townsend will speak. 

Between 30 and 40 fire, life and casu- 
alty organizations are participating and 
a large attendance is expected from all 
parts of the state. 

David Layton, Indiana, manager New 
Amsterdam Casualty and first vice-pres- 
ident of the federation, is general chair- 
man, with the following cooperating 
chairmen: W. J. Greener, entertainment; 
E. A. Krueger, publicity; H. E. Shorn- 
stein, tickets; T. R. Dungan, and C. G. 
Bevis, golf. W. J. Henshaw, president 
of the Indiana federation, is an ex-officio 
member of the general committee. 

The annual business meeting of the 
federation will be held that afternoon 
and a golf tournament is being arranged 
at one of the local country clubs. 
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HIGHLIGHTS FROM THE 


57" Annual Statement 


December 31, 1936 


Assets at close of 1936.....8203,609,099 
— Gain for past seven years — $69,677,208 — 


Surplus at close of 1936.......89,061,784 
— Gain for past seven years—$3,818,449 = 


Dividends to policyholders during 
VOATS cecccccscccccccecececess P49 OG,8 75 
— During past seven years — $28,290,565— 


Paid to Beneficiaries since organiza- 
tion cccccccccccscccccccecc sega S® ‘ 
= During past seven years— $64,104,321 — fy 
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Gains in 1936 


Admitted Assets... .$193,486,048 


1935 1936 
$203,609,099 
8,514,294 9,061,784 
56,704,354 63,479,256 
730,965,732 


Insurance in Force . 723,166,443 


BANKERS LirE COMPANY 


4 MUTUAL LECAL RESERVE LIFE INSURANCE COMPANY. 
mR 
DES MOINES 


Surplus | 
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INDUSTRIAL FIELD NEWS 





Industrial Leaders’ Ranking 


Give Insurance in Force Figures for the 
Fifty Top Companies and Their 
Relative Positions 








The “Industrial Salesman,’ THE 
NaTIoNAL UNDERWRITER’S monthly pub- 
lication for the man on the debit, pub- 
lishes in its April issue the table show- 
ing 73 leading industrial life companies 
ranked by industrial life in force Jan. 
1, 1937. There is no change in rank for 
the first seven companies which are, 
respectively, Prudential, Metropolitan, 
John Hancock, Western & Southern, 
American National, National Life & Ac- 
cident, and Life of Virginia. The 
Monumental Life of Baltimore, which 
has opened a large number of districts 
the past two years, passed the London 
Life of Canada to advance into eighth 
position. The London Life is 9th, Life 
& Casualty 10th, Sun Life of Maryland 
11th, and Colonial Life 12th, the latter 
companies unchanged from 1936 posi- 
tions. Duplicating its performance in 
1935, the Peoples Life, D. C., advanced 
one notch to 13th, followed by Indus- 
trial Life & Health which gained three 
positions; Baltimore Life, Common- 
wealth Life, and Home Life, Pa. 

A gain of one place is made by the 
Equitable Life, D. C., which is now 18th. 
Other companies making gains in rank- 
ings are: Home Beneficial 19th, gain 
two places; Gulf Life, 23d, gain two 
places; Pilot Life, 28th, gain one place; 
Liberty National Life, 31st, gain three 
places; North Carolina Mutual, 34th, 
gain one place; Texas Prudential, 35th 
gain one place; Home Friendly 36th, 
gain one place; Supreme Liberty, 37th, 
gain three places; Southern Life & 
Health, 38th, gain one place; Bankers 
Health & Life, 42d, gain two places; 
Empire Life & Accident, 44th, gain one 
place; Imperial Life, 46th, gain one 
place. The Gate City Life made the 
largest gain in positions, advancing from 
50th to 43d. , 

There were only three companies 
showing decreases in the entire list, the 
Peninsular Life disposing of its South 
Carolina business and the Globe Life 
withdrawing actively from the industrial 
business. 

In addition to this table, the “Indus- 
trial Salesman” in its April issue gives 
12 items from the financial statements 
of 145 industrial companies, premium 
and claim segregation for 70 companies 
writing sick and accident, 25 leading 
companies in industrial increase showing 
ratio of increase to written business, and 
policy and rate information on the in- 
dustrial life policies of 32 companies. 

Below are listed the 50 leaders in 
1936, giving their ranking this year, in 
1936 and the industrial insurance in 


orce of each company. 

: yaa Industrial Life 
ee. in meee 

1937 1936 Company an. 1, 

Prudential, N. J..$7,197,637,150 


1 1 
2 2 Metropol., N. Y.. 7,175,974,709 
3 3 J. Hancock Mut.. 1,564,844,057 
4 4 Western & South. 533,295,578 
5 5 Amer. Nat., Tex.. 425,899,963 
6 6 Nat. L.&A.,Tenn. - 352,744,484 
7 7 Life Co.of Va... 273,953,728 
8 9 Monumental, Md. 182,583,067 
9 8 London Life,Can. 181,081,891 
10 10 Life &Cas.,Tenn. 148,303,205 
11 11 Sun Life, Md..... 83,933,820 
12 12 Col. Life, N. J... 79,129,203 
13 14 People L., D.C... 78,929,659 
14 17 Indus. L. & H., Ga. 72,117,912 
15 13 Balt. Life, Md... 71,133,996 
16 15 Commonw., Ky.. 70,876,701 
17 16 Home Life, Pa... 61,709,235 
18 19 Equit. Life,.D. C. 56,527,311 
19 ‘21 Home B. As., Va. 55,040,340 
20 18 Boston Mut. Life 54,098,953 
21 20 Contl. Life, D. C. 53,942,413 
22 22 rham L., N. C. 45,809,967 
23 25 Gulf Life, Fla... 43,990,246 
24 24 Knights Life, Pa. 43,448,920 
25 23 Interstate L. & A. 40,660,297 
26 26 Wash. Nat., Ill.. 39,971,027 
27 27 Atlanta Life, Ga. 36,245,546 
28 29 Pilot Life, N. C.. 36,140,875 
29 28 idberty I+.  . 34,075,413 
30 30 Ewurk.-Md. Assur. 29,715,126 
31 34 Lib. Nat. L, Ala. 28,826,419 





Industrial Life 
Insur. in Force 


1937 1936 Company Jan. 1; 1937 
32 82 Carolina L., S. C. 27,898,226 
33 31 Home Sec., N. C. 27,643,114 
34 35 N. Carolina Mut. 25,780,698 
35 36 Texas Pudential. 24,352,846 
36 37 Home Fr., Md... 24,166,999 
37 40 Sup. Liberty, Il. 23,714,928 
38 39 So. L. & H., Ala. 23,592,538 
39 33 Peninsular, Fla.. 22,900,570 
40 38 Penna. Mutual.. 21,829,186 
41 41 Amer. L.&A., Ky. 20,996,924 
42 44 Bank. H.&L., Ga. 18,490,776 
43 50 Gate City, N. C.. 18,027,949 
44 45 Emp. L.&A., Ind. 17,995,713 
45 43 Home State, Okla. 17,500,021 
46 47 Imperial L., N. C. 17,490,646 
47 42 Mut. L, &C., Can. 16,971,207 |° 
48 48 Ky. Cent. LL& A. 16,740,596 
49 46 Union Life, Va... 16,515,182 
50 49 Afro-Am.L., Fla. 16,201,189 





Prudential Promotions 


A new district office of the Prudential 
has been opened at Alhambra, Cal. J. 
R. Smetz, formerly an assistant super- 





intendent in Los Angeles No. 4, is 
superintendent. 
M. J. Kelleher has been promoted to 


superintendent of the Mahanoy, Pa., 
district. He had been an assistant su- 
perintendent at Tamaqua, Pa. a de- 
tached office of the Pottsville district. 


Honor Indianapolis Veteran 


R. E. Rodarmel was honored by the 
Indianapolis agency and officials of, the 
Prudential at a dinner for completion of 
25 years’ continuous service. E. B. Har- 
ris, Indianapolis superintendent, pre- 
sented him a diamond pin from the com- 
pany. 








Coombe to Little Rock 


O. F. Coombe of Russellville, Ark., 
has been made assistant district man- 
ager of the Metropolitan Life.in Little 
Rock. 


The Accident & Health Review is 
packed full of helpful suggestions. Sub- 
scribe today—only $2 per year. Address 
Insurance Exchange, chicago. 








NEWS OF LIFE 


ASSOCIATIONS 





Congress Program Is Ready 





Hull and Fischer to Speak at Aurora, 
IIL, in Joint Sessions 


May 1 





R. B. Hull, managing director Na- 
tional Association of Life Underwriters, 
and C. O. Fischer, vice-president Massa- 
chusetts Mutual, will be headliners on 
the program at the sales congress to be 
held at Aurora, Ill., May 1. The Aurora 
association and Illinois association 
jointly will sponsor the event, which is 
expected to draw large attendance from 
many local associations throughout the 
state. Sessions will be in the state arm- 
ory building. 


Program Is Completed 


H. M. Solenberger, president Illinois 
association, announced completed pro- 
gram for the congress. Headquarters 
will be the Hotel Leland. Sessions will 
be open to all agents of legal reserve 
life companies. 

The program was prepared by a com- 
mittee consisting of B. J. Stumm, Au- 
rora, general agent Northwestern Mu- 
tual, chairman; Frederick Bruchholz, 
agency director New York Life, Chi- 
cago, and president Chicago association, 
and W. B. Buckley, Elgin, district man- 
ager Metropolitan. Mr. Solenberger 
will preside at the morning session and 
the president-elect of the state associa- 
tion in the afternoon. 


State Association Meeting 


The annual meeting and election of 
the state association will take place the 
afternoon and evening of April 30 in the 
Hotel Leland. The congress program 
is: 

9 a, m.—Registration. 

Morning Session 


9:30 a. m.—Singing, C. K. Turman, 
leader. 

9:45 a. m—Call to order by H. M. 
Solenberger, Springfield, president state 
association. 

Invocation by Rev. C. W. Israel. 

Address of welcome, Mayor Warner. 

10 a. m.—Address, “The Day’s Work,” 
by L. M. Buckley, special agent Provi- 
dent Mutual, Chicago. 

10:45 a. m.—Address, “You, the Sales- 
man,” by C. O. Fischer, vice-president 
Massachusetts Mutual. 

11:30 a. m.—Address, “Trends in In- 
surance Regulations,” by Insurance Di- 
rector Palmer. 

12:15 p. m.—Luncheon. 


Afternoon Session 


1:30 p. m.—Singing. 

1:45 p. m.—Report of association ac- 
tivities, introduction of new officers, di- 
rectors, and special guests. 

5 p. m.—Address, “Rural Selling,” 
by M. F. Schwinn, special agent, North- 
western Mutual, Beaver Dam, Wis. 

3 p. m.—Address, “The Backlog of 





American Thrift,” by R. B. Hull, manag- 
ing director National Association of Life 
Underwriters. 

3:45 p. m.—Adjournment. 

Mr. Buckley of the Albritton agency, 
Provident Mutual, in Chicago, has been 
a consistent leader in lives and volume 
since he entered business in 1928. He 
was top-producer for the Provident Mu- 
tual in Chicago in 1936, and is 40 per- 
cent ahead in 1937. Mr. Schwinn writes 
over 100 lives a year in rural territory, 
his success being attributed to under- 
standing of human nature coupled with 
a keen sense of humor. His methods 
can apply to both city and rural agents. 


* * * 


Harry Wright Tells Some 


Traits of the “Millionaire” 





Five essentials of becoming a _ mil- 
lionaire producer were told by H. T. 
Wright, chairman Million Dollar Round 
Table last year, at the Los Angeles sales 
congress. Mr. Wright is a veteran agent 
of the Equitable of New York in Chi- 
cago, and associate agency manager. He 
has qualified for the Million Dollar Club 
of his company for 13 consecutive years, 
averaging more than $1,250,000 a year, 
and some 120 cases. Mr. Wright is a 
trustee of the National Association of 
Life Under:vriters. 


Qualifications Are Listed 


A most important factor, he said, is 
to use the application as a means of 
securing an unlimited supply of pros- 
pects. The qualifications necessary for 
a million dollar producer, he said, are: 
“First. You must really enjoy your 
work. Take your business seriously but 
do not take yourself seriously. Second. 
Keep in the proper frame of mind. The 
success of the sale depends upon your 
mental attitude. If you are not sold 
yourself, how can you expect to sell 
other people? The amount of life in- 
surance you personally own shows this. 
Sell a policy to yourself before attempt- 
ing to sell the prospect. 


Put House in Order 


“Third. Put your own house in order. 
Measures taken to improve your selling 
will improve yourself. Fourth. Be de- 
termined to write the amount of busi- 
ness you hope to write. Fifth. Have a 
real appreciation of the service you are 
rendering. Forget the professional pro- 
crastinator. The call back excuse is re- 
sponsible for more failures in this busi- 
ness than anything else.” 

Mr. Wright said 95 percent of his 
business comes from and through his 
old policyholders, and about 70 percent 
of his cases are closed in his office. He 
urged agents to develop the ability to 
use the telephone efficiently as a sales 
aid, to be fair in competition, not to 












talk too much about company, but 4 
talk about the prospect’s affairs, }; 
needs, hopes and plans. .. 

eS 


Ohio Congress Speakers 


The Northwestern Ohio Associatic, 
of Life Underwriters will hold its anny) 
sales congress at Toledo April yf 
Speakers will be R. U. Redpath, J; 
New York City, Northwestern Muty 
Life; G. M. Lovelace, New York Lift 
vice-president; S. D. Risley, Young. 
town, O., manager Metropolitan Lit 
and John Morrell, Chicago, Equitab; 
Life of New York. 

ee 


Coffin to Speak in Davenport 


Vincent B. Coffin, superintendent ¢ 
agencies Connecticut Mutual Life, wi 
address the Davenport Life Underwri. 
ers Association sales congress May § 
The Illinois Bankers Life will award 
free registrations to the meeting ich ™ 
good April production. 

ak ok 


Zimmerman Is Speaker 


C. J. Zimmerman of Newark, N. |. 
general agent Connecticut Mutual anf 
trustee Natjonal Association of Lif 
Underwriters, addressed several associa F 
tion meetings in the middle west thi” 
week. He will speak at the Indiax 
association sales congress at Indianap- 
olis, Friday. 

He addressed the Fort Wayne ass 
ciation’s meeting yesterday. Wednesda 
he spoke to the Detroit association. 

ok oF 

Pittsburg, Kan.—About 600 high schod 
students have entered the national essay 
contest “Roll Call of American Youth’ # 
sponsored locally by the Pittsburgh ass- 
ciation. Local judges were guests at: 
dinner meeting of the Pittsburg associa 
tion. Speakers were R. I. Lackey ¢ 
Pittsburg and Dio Daily, Jr., Massachvu-F 
setts Mutual, secretary Pittsburg assc- 
ciation. 














































* * 
Chicago—Harry T. Wright, associate | 
manager Equitable of New York, wa) 
unanimously endorsed by directors her 
for trustee of the National association ¢! 
Life Underwriters to be elected at the 
annual convention at Denver in August |” 
He was appointed in December, 1936, tc 7 
fill the unexpired term as trustee at the © 
time of A. E. Patterson’s resignation. Mr. 7 
Wright is past president of Chicago assc- © 
ciation and last year was chairman ¢! 7 
the Million Dollar Round Table. a 
* * * 


Northern New Jersey—Life men shouli ~ 
watch legislative activity in Washing- 
ton, D. C., so as to keep in touch with 
the ever changing economic condition ~ 
as they effect insurance, said Leslie ¢ 
McDouall, vice-president and trust office © 
of the Fidelity Union Trust Co., in his 
talk on “Notions and Idea Men.” “Lift 
insurance will not be effected by infiz- 7 
tion,” said Mr. McDouall, “when issue |” 
on a sound investment basis. If an é:- BS 
cessive rate of taxes looms up, and ina! 7 


probability it will, there will be :) 
greater need of life insurance.” = 
- oe + 


Richmond, Va.—A man of 40 today he” 
less chance of living to be 60 or 70 tha 
in George Washington’s time, said D: 
Henry W. Cook, vice-president and met: 7 
ical director of the Northwestern Nz- 7 
tional Life, at the April meeting. Ht” 
blamed the decline in life expectanct ~ 
after middle years on the speed ar” 
strain of modern living. This tends 














produce high blood pressure, he sai 7 ] 
which is now the most important healt 7 L 
factor in insurance rating. g iad 
sicstapeiieg _ ae Mu 
Boston—A clinic to develop and i 7 poli 
prove faulty memories among life m@ bea 
to make them better salesmen was cor 7 OW 
ducted by R. H. Nutt of Greensboro, N.° 7 offi 
x *k x _ im lish 
Fort Dodge, Ia.—County Attorney > @% fou 
A. Knudson spoke on “Hints in t @@ ihe 
Settlement of Estates.” He emphasit® © 8 
the value of making a will regardless © p 
the size of a property owner's estatt per 
ten 
\ 
Open with Accident—sell your pre | yi: 
pect an accident policy to get acquaint’ 7) Cit 
and pave the way to other sales. For sal 9) WO 
suggestions read The Accident & Health Re © - 
view, A-1946 Insurance Exchange, Chicas ica 





Sample copy 10 cents. 
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y, but he appointment of an efficient executor 


d the arrangement of life insurance, 
nefits to be paid in monthly install- 
Tents rather than in a lump sum. 

* * * 
Iowa City, Ia.—The local association 
as completed requirements necessary 
or affiliation with the National associa- 
I. J. Barron is president. 

+. + * 

st. Paul—Carl Kleifgen, manager 
fetropolitan Life, has been named gen- 
“bral chairman for National Life Insur- 
nee Week. Charles L. Currier, Provi- 
ent Mutual, is vice-chairman. 

* * * 
Winston-Salem, N. c.—Emry C. Green, 
president Pilot Life, spoke on “Improv- 
Ming Agency Personnel.” 






fairs, hi 
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nport “The current low interest yield,” he 
; tated, “demands that all insurance com- 
7% b Mpanies analyze the records of their field 
©, wil “epresentatives much more closely than 
nderwrit “Gney have in the past. No longer can 
May 6 hey continue the contracts of unprofit- 





ple agents—men who are not producing 
reasonable volume of quality business 
nd who do not show definite signs of 
Meveloping into superior salesmen. In 
"ihe future we will see a smaller num- 




























Cincinnati Tri-State Card 
April 28 Now Complete 


CINCINNATI, April 15—Program 
details of the tri-state sales congress at 
Cincinnati April 28 announced by H. S. 
Hatfield, Northwestern Mutual, general 
chairman, reveal that there will be sev- 
eral speakers of national importance, 
including M. M. Matusoff, Mutual Bene- 
fit, Cleveland, speaking on ‘Service and 
Prestige in Selling’; Vincent B. Coffin, 
superintendent of agencies, Connecticut 
Mutual Life; Dale Carnegie, popular in- 
spirational writer and lecturer; Prof. 
W. A. Irwin, University of Kansas, “A 
Policyholder Looks at His Life Under- 
writer”; and Rabbi J. G. Heller, Cin- 
cinnati, “The Relation of Security to 
Civilization.” 

Mayor Wilson of Cincinnati is the 
featured luncheon speaker. W. 
Hutchins, associate general agent Na- 
tional Life of Vermont, Cincinnati, will 
put on a feature “Past Presidents on 


























er “per of inferior agents among the field | Parade.” 
— Ee J s in Indi Kentucky, and 
k, N. J. goer Green was introduced by A. Agents ™ = ler 
tual ani i icant. Pilot Life’s Winston-Salem Seal lea near Cincinnati are especially 
it Boe agent. : p 
“a fo eae 88 *x * ; Mr. Hatfield will preside at the morn- 
vest this San Antenio—Realities of life was the ; Ng Session and L. D. Fowler, Connec- 
Indian: Patheme of the monthly luncheon meeting | ticut Mutual, will be the afternoon ses- 
é which was held at the Protestant | sion chairman. 
ndlanal Peorphans’ Home here. The agents were 
en opportunity to see the situation 
ne ass Pfaced by children whose parents failed] w. B. Russ spoke of the need for serv- 
-dnesda; to make adequate provision for their | ice rather than money as a goal. 
tion, are. W. S. Symonds pointed out the oe 
pportunity afforded agents to see life 
rst hand, emphasizing that agents may Corpus Christi, Tex.—C. W. Ogden, dis- 
h schoo alk glibly of the conditions of life, but | trict manager Connecticut Mutual Life, 
al essay nconvincingly because they have never| and A. H. Pegues, leading producer of 
Youth ad first hand experiences. He urged|the G. A. Helland agency of the Con- 
Bh asso hat agents get a true picture of what | necticut Mutual in San Antonio, gave a 
~ = life insurance does for such children. Dr. | demonstration of a programming sale. 
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DEPOSITION IS AN ISSUE 


The appellate division of the supreme 
court of New York, third department, 
; thas reversed the ruling of the supreme 
court in the case of Fanny Lord vs. 
Guardian Life and ordered stricken 
from the deposition of a doctor taken 
outside the state the questions which 
he could not have answered in court in 
the state without violating the New 
York state law which makes communi- 
cations between physician and patient 
a privilege. 

The lower court held that on a de- 
position to be taken by a physician out- 
side of the state he must answer all 
questions irrespective of the fact that 
the ‘answers would violate the privilege 
statute and that only when the deposi- 
tion is read on the trial of the action 
could an objection be made by the bene- 
ficiary, and that only at that time could 
she claim that the answers are privi- 
leged, which under the statute would 
t§% bar such testimony. <A life company 

f would thus be put in the position of 
having information to which it would 
not be entitled if the doctor were ex- 
amined in open court. 


fo OS 
DR. SYKES MEDICAL REFEREE 


: Dr. L. G. Sykes has been appointed 
q medical referee for the Northwestern 


ors here Fe 





d ix @ : ; © | 
: me: (me POlitan area with offices in the Graybar 
s cor- jm building. The new medical referee’s 
o, N.C 9a office is the first of its kind to be estab- 


‘a lished by the Northwestern Mutual. The 
four metropolitan general agencies of 
the Northwestern Mutual produce about 

















percent of the amount of insurance writ- 
ten by the company. 

While Dr. Sykes will work primarily 
with the general agencies in New York 
City to take care of the preliminary 


; sales work on medical examination reports of 
th Re ae ew applicants for insurance, he will 
cage. also assist in the selection of new med- 


keep in close contact with the doctors 


Mutual Life in the New York metro- | 


8 percent of the number of lives and 12 | 


VIEWED FROM NEw YORK 


By R. B. MITCHELL 





now making examinations for the North- 
western Mutual Life in the metropolitan 
area, coordinating the work of the med- 
ical department. 

Dr. Sykes was formerly associated 
with the Northwestern Mutual Life at 
the home office in Milwaukee as an as- 








DR. L. G. SYKES 


sistant medical director. In 1924 he be- 
| came medical director for the Connecti- 
cut General, leaving that post in 1932 to 





become medical director of the Life Ex- | 


tension Institute and serving in that ca- | 


pacity until the end of last year. 


Negro Association’s Meeting 

The National Negro Insurance Asso- 
ciation will hold its annual meeting May 
25-28 at Augusta, Ga. W. S. Hornsby, 


general manager of the Pilgrim Life & | 
Health of that city, is presiderit and | 


i 
i 
| 
i 
j 
i 
| 


| W. E. Stewart, vice-president and sec- | 


| Chicago, is secretary. 


‘cal examiners for that territory and | retary of the Supreme Liberty Life of | 





The growth of the Massachusetts Mutual 
Life Insurance ‘Company is a story of 85 
years of increasing service. The ideal of 
the founders to make 'the Company par- 
ticularly a policyholders’ institution has 
always been closely adhered to, and 
throughout the country the name Mass- 
achusetts Mutual has become a synonym 
for quality and excellence in life insurance. 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 











AMERICAN NATIONAL 
INSURANCE COMPANY 


Galveston, Texas 


W. L. Moody,'Jr., President 








Growth of Company 
GROSS INCOME ....... se ccccccees -19,601,158.53 
Increase over 1935 $2,615,728.45 


PREMIUM INCOME ........ 
Increase over 1935 $1,734,226.33 


.. 14,929,025.31 


ree 


Re 2 22S. CTP Sry. . 61,643,688.50 
Increase over 1935 $5,316,820.13 

INSURANCE IN FORCE........... 611,066,983.00 
Increase over 1935 $56,738,251.00 

CREE ee oSitces se. Fe Pacey yt ae 2,000,000.00 


by | ve ae 


8,132,431.63 
Increase over 1935 $1,059,520.07 


Operating from Coast to Coast, from the 
Great Lakes to the Gulf, in Cuba, Puerto Rico 
and the Hawaiian Islands. 


GOOD TERRITORY: STILL AVAILABLE 
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ACTUARIES 








CALIFORNIA 


Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 

582 Market Street 437 S. Hill Street 

SAN FRANCISCO LOS ANGELES 








ILLINOIS 


DONALD F. CAMPBELL 
Consulting Actuary 





———————— 


INDIANA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 











—————— — 
HARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 
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160 N. La Salle Street 
Telephone State 1213 
CHICAGO, ILLINOIS 
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Specialty, Income Tases of Insurance 
Companies 


WILLIAM W. CHAMBREAU 
Consulting Actuary and Tax Consultant 








T. C. RAFFERTY 
Consulting Actuary 
Actuarial, Agency and 
Management Problems 


915 Olive St. St. Louis, Mo. 
Tel. Chestnut 1437 











111 West Monroe Street, Chicago 
Organisation, Management, Tas Service 
Washington Office Investment Bldg. 
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CONOVER, GREEN & CO. 
Actuarial and Insurance Consultants 
120 South LaSalle Street, Chicago 









MILES M. DAWSON & SON 
CONSULTING ACTUARIES 


500 Fifth Avenue New York City 























Chase S. Conover Telephone 
Walter C. Green FRAnklin 8868 


















B. R. NUESKE 
Actuary and Insurance Consultent 
All Phases of the Businese— 

30 North LaSalle Street 








Established 1865 by David Parks Fackler 
FACKLER and BREIBY 
Consulting Actuaries 


Edward B. Fackler William Breiby 
8 WEST #TH STREET NEW YORK 
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- Illinois 
Telephone State 0562 





HARRY S. TRESSEL 
Certified Public Accountant and 








PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
Fred E. Swarts, C. P. A. 

E. P. Higgins 
THE BOURSE 





PHILADELPHIA 














to 65 next birthday. 








THE HOME LIFE INSURANCE COMPANY 
OF AMERICA 


PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life imsurance. 
Modern policies are issued, on both Industrial and Ordinary plans,:from birth 


ee 
A POLICY FOR EVERY PURSE AND PURPOSE 
a 
Basii S. Walsh Joseph L. Durkin John J. Gallagher 
PRESIDENT SECRETARY TREASURER 
Independence Square Philadelphia, Penna. 
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ACCIDENT SALES POINTERS 


. « « Packed full of sales ideas that will 


& Health Review should be on your 
sample copy. It will convince you. 
A-1946 Insurance Exchange, Chicago. 


et you more business, the Accident 
jor he reading list. Send 10 conts for 
Address: Accident & Health Review, 
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Lire AGENCY CHANGES | 





Marquis Bowman in Control 


Succeeds His Father as Manager of the 
Bankers Life of Iowa in 
Chicago 








With the retirement of DeForest 
Bowman as agency manager for the 
Bankers Life of Iowa in Chicago and 
the appointment of his son, Marquis 
Bowman, to succeed him, the second 





MARQUIS BOWMAN 


generation takes over the reins of one 
of its leading agencies. 

The senior Bowman, after 25 years as 
an agency manager and 27 years of 
service with the company, has relin- 
quished the duties of agency manager 
in order that he may enjoy a rest and 
vacation, but he will continue, as_ his 
time permits, to produce personal busi- 
ness. 

Marquis Bowman is well equipped by 
education, training and experience for 
his new duties. A native of Des Moines, 
he graduated from high school there, at- 
tended Williams College and took a 
year of law at Yale. He spent several 
years as a life insurance salesman and 
in 1930 became assistant agency man- 
ager in his father’s Chicago agency. 
During those years, he has had wide 
and complete training in sales and man- 
agement methods. 


Holtz With Fidelity Mutual 


D. D. Holtz has been appointed man- 
ager at Charleston, W. Va., by the 
Fidelity Mutual Life. He is a native 
of the state, “Having been reared in 
Buchanan and attending West Virginia 
Wesleyan College. 

He started his business life at Clarks- 
burg. Returning in 1919 after the war, 
he entered the real estate and insurance 
‘business, and in 1922 established his own 
business in Huntington, W. Va. In 1933 
Mr. Holtz went with the Northwestern 
Mutual as district agent, and with the 
Penn Mutual in 1936 as supervisor. His 
new address will be 201 Payne building, 
Charleston. 


R. S. Edwards Changes 


R. J. Curry, supervisor in the R. S. 
Edwards general agency of the Aetna 
Life in Chicago, was appointed assistant 
general agent by Mr. Edwards, succeed- 
ing F. H. Plaisted, who was transferred 
to Indianapolis as general agent. C. E. 
Clinton takes over Mr. Curry’s unit and 
P. M. Williams, a very successful young 
agent, starts as supervisor to build a 
third unit at Chicago. Mr. Curry has 
been with the Aetna life 11 years, hav- 
ing been manager of the group depart- 
ment in Chicago for 4% years, then 
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His unit has been highly successfy, : 
contributing much to the splendid recor}: 


of steady, substantial business increayf% 3 
"pf impr 


done by the agency since Mr. Edward 
took hold several years ago. Mr. Clin.f 
ton has been with the Aetna ten years, 
about half of the time as agent. Hy 


Credit Company. 
outstanding, both as agent and super 
visor. Mr. Williams, a Carnegie Tech 


graduate, was manager of the football fl 
Although he has been inf 


team there. 
the business only three years, has quali. 


fied as a “regionnaire” twice and qual © 
fied for the 1937 regional convention jn 


six months. 


R. H. Parsons to Louisville 
R. H. Parsons, who has been general 


agent at West Palm Beach, Fla., for the 2 


Minnesota Mutual since Jan. 1 of this 
year, has been transferred by his com. 
pany to Louisville as manager of the 
office there. 

Mr. Parsons got his early training in 
the Embry Kansas City agency of the 
Equitable Life of New York. In 1934 
he served with the Equitable for a time 
in Nebraska and later that year was 
transferred to Florida. He was with the 
Equitable 12 years. For the first eight 
years he was on a part time basis. In 
Florida he served for the Equitable Life 
under Sam Burgess, who was district 
manager at Miami. Mr. Burgess is now 
agency manager for the Equitable Life 
at Louisville. 





Appoint Nathan Metzger 


Nathan Metzger has been appointed 
Virginia manager, with offices at Rich 


mond, by the Union Mutual Life. 


Mr. Metzger’s insurance experience has [7 


included nearly 10 years of selling and 
supervising, leading to the district man- 
agership at Norfolk, where his record for 
personal production has been consist- 
ently high. 
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H. J. Shackelton has been appointed a 


Utica, N. Y., manager for the Connecti- 





Joins N. Y. Life 














taking a unit with the title of supervisor. 








HARRY E. McPHERSON 


Harry E. McPherson, formerly presi- | 


dent of the old St. Joseph Life of St 
Joseph, Mo., which later became the 
American Union Life, has now become 


connected with the New York Life % 7 
special representative in St. Joseph a 7 
sociated with Paul C. French. He was © 
connected with the Missouri State Life 4 


for a time as vice-president and thet 7] 


held a public appointment for some 
time. 
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"But General Life. He has spent prac- 
cally all of his business career with 
e company. ‘ : 
He joined the Utica agency in 1928 
nd has qualified for the honor roll of 
pading producers every year since. He 
5a Cc. L. U. graduate, and an advocate 
Gs improved methods of work, having 
i Pthad several articles in the company’s 










cessful 
1 recor{p 















1 Yeats PBublications on time control, planned 
It. HeB@rospecting and adaptation to clients’ 
+ Retail BRheeds. 

also js 

Ba Miss Wilson Brokerage Manager 
oothal Cc. A. Macauley of Detroit, state agent 





ohn Hancock Mutual ordinary depart- 
$ quali. jeament, has appointed Miss M. Louise 
| quai. eAVilson, formerly with the Prudential, 
tion iy E manager of the brokerage department of 
This agency. Miss Wilson has been with 
he Prudential ordinary agency in De- 


een in 










lle roit 12 years. She was cashier for sev- 
al years and became manager of the 
Seneral B brokerage department in 1931 when F. 





Klingbeil became branch manager. 
Mr. Macauley plans eventually to 













> COM en a women’s department and will 
of the B¥nlace Miss Wilson in charge when that 
. _, [mms done. 

ing in 

of the B74, Bergren with Lincoln National 


A. Bergren has been appointed gen- 
eral agent of the Lincoln National Life 
“in southern North Dakota. He will 
maintain agency offices in Fargo. He 
began his life insurance career in 1923 
33 agent for the New York Life. Five 
‘years later he was named agency or- 
ganizer, and in 1931 he became agency 
director in Grand Forks, N. D 


Shackelton Is Utica Manager 
' H. J. Shackelton has been appointed 
ointed manager in Utica, N. Y., for the Con- 
Rich | necticut General. He is a native of 


Utica and a Cornell graduate. Practi- 





ce has | | Cally all of his business career has been 
x and | spent with the company. He joined the 
man- |» Utica agency in 1928 and has qualified 
rdfor | sfor the honor roll of leading producers 


every year since. 


Alberts Quinby Associate 


» Thayer Quinby, head of the home of- 
fice general agency of the Columbian 
* National Life in Boston, has appointed 
Frank T. Alberts associate general 
agent. Mr. Alberts has been a leading 
|} producer and trainer of agents with the 
# Equitable Life in Boston for 15 years. 


W. R. Smith Back in Cincinnati 


CINCINNATI, April 15.—W. R. 
“| Smith, formerly Louisville general 
“sagent of the Berkshire, has resigned 
“Band has been appointed Cincinnati man- 
)ager of the Acacia Mutual, succeeding 
|. A. Hahne. Mr. Smith returns to 
4 the city where he started in the busi- 
| #ness six years ago with the Cincinnati 
office of the Pacific Mutual and later 
with the Prudential ordinary depart- 
ment. He was with the Prudential 21% 
years until about seven months ago, 
Py when he became associated with the 
q Berkshire. Mr. Hahne was recently ap- 
Pe Pointed Cincinnati manager of the 
| @ Northwestern National. 


4 C. F. Duke Advanced 
is a F. Duke, who represented the 
i orthwestern Mutual Life as district 














agent at New Albany, Ind., for the last 
four years, has been advanced to district 
~») 4gent at Terre Haute, Ind. 

(a ait Duke’s new office will be at 411 
>) “rand Opera building. He will have 
with him a well seasoned Northwestern 


agent in C. M. HH 
Wichita, Kan. Stil er, formerly of 





3 
3 a F. A. Conerton Promoted 
a F. A. Conerton, for the past three 


3s i ea with the Newark branch office of 
. un Life of Canada, has been pro- 





as: ; 
was | ) totes to group insurance representa- 
ie € in the Detroit office, 

hen R 

me ose to Manufacturers Life 





The Manufacturers Life has opened 
an office in San Jose, Cal., with Harold 












Takes Dallas Agency of 
Minnesota Mutual Life 
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EARNEST L. ROBERTS 


Earnest L. Roberts, formerly general 
agent and agency manager of the Amer- 
ican National, has been appointed gen- 
eral agent for the Minnesota Mutual, 
covering the Dallas general agency. 
This agency was originally under the 
direction of Sam Weems, who for many 
years sat at the million dollar round 
table. Weems is now retired, living in 
the valley in Texas. 

Mr. Roberts has a wide and success- 
ful experience in the life insurance busi- 
ness. Starting) as a personal producer 
in New Orleans, he was moved to the 
home office of Missouri State Life, 
where he was connected with the agency 
department for many years. For the 
past six years he has done an outstand- 
ing work in organizing ordinary agen- 
cies for American National. 

Horace Becksham, general agent at 
Dallas since Mr. Weems retired, is 
being promoted to the home office 
agency department, where he will do 
organization work, his first efforts in 
this capacity being directed to Texas. 














POLICYOWNERS FIRST 


Surplus to Lamar Life Policyowners 
and the contingency reserves increased 
more than 248% during the past ten 
years. 


Estimated increase of all companies 
is 44% in surplus to Policyowners and 
in contingency reserves. 


"Policyowners First" has been the 
watchword of the Lamar Life during 31 
years of consistent progress. 


April is the 31st Anniversary Month 
of the Company. 









GORANCE COMPANY 


LAMAR LIFE TOWER 
































Rose as manager. For the past year he 
has been district manager of the Equit- 
able Life of Iowa there. Before that 
he was educational director and manager 
of the home office agency of the West 
Coast Life. 





Name Dieterichs at Johnstown 


L. A. Dieterichs has been named gen- 
agent for central southwestern 
Pennsylvania, with headquarters at 
Johnstown, by the Bankers Life of Ne- 
braska. He has been a successful per- 
sonal producer for five years. 





Posey with Great American 


T. W. Posey, formerly one of the 
leading producers of the Texas Life, 
has been appointed Brownwood, Tex., 
district manager for the Great American 
Life of San Antonio. 





L. K. Edge has joined the field force 
of the Prudential in Shreveport, La. W. 
F. Woods is manager there. He has 
been assistant cashier the last three 
years. 


J. B. Morse, 77, who had represented 
the Equitable Life in Boston for the 
past 12 years, well known as an old- 
time baseball executive and newspaper 
sports writer, died suddenly of a heart 


attack. In the late ’90s he was secre- 
tary of the New England Baseball 
League. He founded the “Baseball 


Magazine,” of which he was editor, and 
was later sports editor of the “Globe” 
and “Herald.” In 1925 he turned to life 
insurance and had written hundreds of 
policies on baseball men and other 
sport followers. 
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All Roads Lead to Indianapolis 


(CONTINUED FROM PAGE 1) 





kind of a meeting which will meet with 
the widest approval. C. B. Stumes, gen- 
eral agent Penn Mutual Life, ‘Chicago, 
and C. D. Connell, general agent Provi- 
dent Mutual Life, New York City, vice- 
chairmen, will be present for the com- 
mittee meeting Mr. Cummings has 
called. 

Managing Director R. B. Hull and 
Assistant Managing Director R. L. 
Hoffman will represent the National as- 
nana at the gatherings 
1ere. 


Commissioner O’Malley Adds Voice 


Commissioner O’Malley of Missouri 
has added his weight to the invitation 
of the St. Louis association and that of 
the St. Louis chamber of commerce for 
the 1938 convention. In a letter in which 
he referred to his fight against “para- 
sites who thrived at the expense of the 
great institution of insurance,” he said 
that no official ever had such help as 
he received from the life, fire and cas- 
ualty underwriters of these states. 

“If the victory is complete by 1938, 
your organization should make its 1938 
meeting a victory convention,” he wrote. 
















































































“If the fight is still raging, your pres- 
ence here, I need not say, would add 
wonderful benefits toward the accom- 
plishment of our ambition.” 

Mr. Cummings has called a meeting 
of the executive committee of the gen- 
eral agents and managers section of 
which he is chairman, of the National 
association for 8 a. m. Saturday to make 
plans for the section’s program at Den- 
ver. 

It is reported that National Treasurer 
R. L. Jones will present a financial state- 
ment showing a gratifying increase over 
last year, particularly in service rendered 
to local units, made possible through 
increases in membership. 


Letter-Writing Contest 


An optimistic report is also expected 
from W. R. Furey, general agent Berk- 
shire Life, Pittsburgh, who is chairman 
of the National association committee’s 
letter writing contest which is being 
held in connection with life insurance 
week. A very large number of local as- 
sociations are actively engaged in pro- 
moting this national contest, “The Roll 
Call of American Youth.” 

The pamphlet published by the Na- 
tional Association of Life Underwriters, 
the “Student’s Manual,” has been in 
such demand that national headquarters 
has been kept busy packing and ship- 
ping copies. It contains much valuable 
educational material for public consump- 
tion and about 250,000 have already 
been placed in the hands of high school 
student contestants. 

Holgar J. Johnson, general agent, 
Penn Mutual Life at Pittsburgh, chair- 
man of the national committee on éduca- 
tion, will report on the progress of plans 
for the life insurance week. The com- 
mittee has already produced some very 
effective tie-in material, in the way of 
blotters, stamps, and window stickers 
designed to aid the agent in capitalizing 
on the sales value of Life Insurance 
Week. Of particular interest will be the 
report of F. B. Summers, agency di- 
rector New York Life, Boston, who is 
chairman of the National association 
publicity committee. He will explain 
how the association is expanding its 
publicity activities. In the last month, 
the association has obtained more news- 
paper space than during any similar pe- 
riod in its history. 


To Report on Women Agents 


Helen Rockwell, National Life of Ver- 
mont, Cleveland, chairman of the com- 
mittee on women underwriters, will re- 
port on the progress that has been made 
in organizing women underwriters in 
the various local associations. 

‘Much interest will center on the elec- 
tion on Saturday afternoon of the com- 
mittee on nominations, whose duty it is 
to prepare a slate to be voted on at the 
Denver convention, The procedure is 
that President T. M. Riehle presents to 
the national council a list of 15 names, 
to which additions may be made from 
the floor. Then these names are voted 
upon by the national council and the 
five receiving the largest number of 
votes constitute the nominating commit- 
vee, 

The long distance cup will go to 
Philip Young, manager Metropolitan 
Life, San Francisco, and a national trus- 
tee. Besides President Riehle, Treasurer 
Jones and Messrs. Hull and Hoffman, 
national officials from the New York 
area will include Julian S. Myrick, man- 
ager Mutual Life of New York, New 
York City, trustee and former president 
National association; C. D. Connell, 
general agent Provident Mutual, na- 
tional committeeman and president New 
York State association, and ‘C. J. Zim- 
merman, general agent Connecticut Mu- 
tual, Newark, trustee, National associa- 
tion. 

Over 100 who are officially identified 
with the National association from other 
states are expected to attend and be- 


tween four and five hundred leaders for 
their companies will be on hand, from 


all parts of Indiana. These are being 
brought in by Indiana general agents 
and managers and company meetings of 
these groups are being held on Thurs- 
day and Friday. 

Throughout Friday the trustees of the 
National association will be in session 
and on Saturday the national council 
will hold morning and afternon sessions. 

On Friday, beginning at 9:45, a sales 
congress will be staged, which will con- 
tinue through the day with an afternoon 
session after intermission for lunch. 
Speakers for this feature of the two-day 
program are drawn from the sessions of 
the National body meeting which will 
be proceeding simultaneously. 


Rogers Presides in Morning 


Homer L. Rogers, Equitable Life of 
New York, president Indiana association 
of Life Underwriters, chairman of the 
sales congress, presides at the Friday 
morning session, which opens with sing- 
ing led by Leonard Smith, Prudential, 
of Michigan City. 

Following an invocation, Ernest A. 
Crane, Northwestern Mutual Life at In- 
dianapolis, trustee of the National asso- 
ciation and general chairman in charge 
of the arrangements for the two-day 
program, delivers the address of wel- 
come. 

The two principal speakers at the 
morning session of the sales congress 
are Harry T. Wright, Equitable Life of 
New York at Chicago, and Charles J. 
Zimmerman. Mr. Wright will be intro- 
duced by Frank L. Jones, vice-president 
Equitable of New York, past president 
of the National association and the In- 
diana associations, having been stationed 
in Indianapolis as general agent before 
going to the home office. Mr. Zimmer- 
man is to be introduced by Claude E. 
Jones, Jr., Indianapolis general agent of 
the Connecticut Mutual. 


Luncheon Session 


Both groups assemble for the lunch- 
eon session and Commissioner New- 
bauer of Indiana is scheduled to extend 
greetings. Harry V. Wade, American 
United Life, vice-president Association 
of Indiana Legal Reserve Life Insur- 
ance Companies, introduces officials of 
Indiana companies, who are special 
guests. Addresses are to be delivered by 
Governor Townsend of Indiana and T. 
M. Riehle, president National associa- 
tion. Herbert A. Luckey, Life of Vir- 
ginia, chairman legislative committee of 
the Indiana Federation, is making a re- 
port on recent legislative activities. 





Friday are: American United Life, Hy @jyhat | 
bert M. Woollen; Conservative |; ‘hould 
South Bend, J. M. Stephenson; Ben Hu @ “If y 








Life, Crawfordsville, John C. Snydel sk for, 
Empire Life & Accident, James \) our gt 
Drake; Indianapolis Life, Edward }} jou wo 
Raub; Lafayette Life, Fred L. Alex) @hess tl 
der; Lincoln National Life, Arthur s) @hem. 
Hall; Peoples Life, Frankfort, Euges) Makers. 


O. Burget; Reserve Loan Life, G, [F 
Stayman; State Life, Indianapolis, Ro} 
ert E. Sweeney. Harry G. Leslie, {gy 
mer governor of Indiana and presid 
of the Standard Life of Indiana is a, 
an invited guest. 

Saturday noon the officers, trustef = 
and national council members will \f- 
guests of the Association of Indiana |p 
gal Reserve Life Insurance Companigh® 
at a buffet luncheon. 

The national council continued 
sessions on Saturday afternoon, 
journing at four o’clock for entertaip 
ment and further “Hoosier Hospitality’ 
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LARGE ST. LOUIS DELEGATION 


ST. LOUIS, April 15.—A large deb 
gation of local life men has gone to Ip 
dianapolis to boost St. Louis for th 
1938 national convention. Frank Vesserf ” 
Reliance Life, was in charge of arrange. — 
ments for the special cars to take th—™ 
St. Louisians to Indianapolis. , 


To Steep Agents 
in Sales Skill 


(CONTINUED FROM PAGE 1) 


procedure of trying to bolster the poori 
agencies first. 

The unusual feature about the preserB ours ¢, 
tation of the new plan to the field w prospe 
be that while nobody will be asked tf 7 came e 
do anything he doesn’t want to df ‘tain th 
those who want to benefit by the nevf 4 o¢ tite 
procedure will be thoroughly steep) Shave a 
in it and not just told about it. Hom) @;. thes 
office representatives who will carry i keep f 
to the field are mature, experienced met, 
of proven ability, Mr. Kenagy pointe 
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out. “The 
Each agency will be thoroughly! = gloom 
grounded in the new plan. The hom’ nomic 
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office men will remain for two tos 
months or however long it takes to) 
implant the system and see that t 
sticks. 

“We are in this plan ‘for the duration) 
of the war’ and these men are got 
to be at your service until the job 
done,” ‘Mr. Kenagy declared. 


“Analagraph” Is New Device 





















Home Office: 











‘- Balt 
53 Branch Offices in the Principal Cities of 14 States | 








Dan W. Flickinger, John Hancock, Mr. Kenagy referred to a new deviti) 9) Mr. 
president Indianapolis Association of| patented by the company, which he) Qlife in: 
Life Underwriters, presides at the after- | been dubbed the “Analagraph,” to ail pete v 
noon session. The principal speakers are } agents in the selling, but he warn!) but to 
Paul F. Clark, general agent John Han- | that it would be put in the hands ofl @not ha 
cock, and Holgar J. Johnson. Mr. Clark | of those who qualified for it by show! @if the 
is to be introduced by Mr. Flickinger, | ing real ‘skill in its use and_ that thes fa sole p 
and Mr. Johnson by Ray Patterson, In- | would be allowed to keep it only Bout. 
dianapolis general agent Penn Mutual. long as they maintained a specif! 7 The 
_A dinner is being given Friday eve- | standard. "less th 
ning by Insurance Research & Review Tools Don’t Make the Workman famtis in 
Service to visiting members of the na- >> them 
tional organization. At a luncheon Sat- Mr. Kenagy warned, however, tht which 
urday, officials of Indiana life compa-| home office sales aids of themselves | 5 speake 
nies will be guests of the National asso- | cannot do very much, since fully 90 pt) “J 4 
ciation. Other entertainment provided | cent depends on what the agent dots | about 
includes sight-seeing tours, which will| and how he uses the help given hi) @ Koller 
be conducted from four to six in the | Saying that good tools do not male needs 
afternoon on both Friday and Saturday. | g00d workmen nor do they make me) which 
Executives of Indiana life companies | work, he recalled a recent chat, with *73 vest | 
who are expected to attend the luncheon | group of agents who were telling hit TF tiods | 
il [ oe The 
> coachi 
VITAL FACTS 
ce. 
Seventy-nine years of continued growth ... More than 230 mil- Player 
lions of insurance in force . . . One of the ten largest companies about 
writing Industrial and Ordinary policies . . . Over 700,000 policy- but G 
holders ,.. Paid, during the depression to policyholders and bene- paid E 
ficiaries, over ten million dollars. This is the Monumental Life, a Su 
secure connection for live, progressive agents. ae. t 
ame, 
MONUMENTAL LIFE athe 
0 
INSURANCE COMPANY find; 
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what they thought the home office 
hould do to help the man in the field. 
“If you men had all of the things you 
sk for, would you guarantee—and back 
our guarantee with a sizeable bet—that 
‘ou would do even 5 percent more busi- 
ess than you do today?” he asked 
hem. He intimated that there were no 


Makers. 
Disclaims Regimentation Aim 


 Disclaiming any attempt at regimen- 
rresidenes ation, Mr. Kenagy said that the com- 
a is aloe pany’s only reason for concentrating on 
“EP one sales plan was that if the company 
trustec i s going to help the agent it must first 
will |p we good at doing something one way. 
jana Lp “Your agency department is not at- 
mpanighe atempting to do your job or tell you how 
B to do your job,” he said. “There seems 
o be creeping in a theory that the gov- 
erment can guarantee prosperity of 
Let the government take care of me.’ 
Thank the Lord that idea has not hit 
“the life insurance business. I hope that 
obody will get the idea that the agency 
epartment is trying, or would try if it 
ve dee could, to guarantee success to anyone. 
e to [ng Ninety percent of your success must 
for thf scome from your own efforts.” 
Vesser i 
range. 
ake the 













ued if 
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Social Security Threat 


If life insurance is a good thing, it 
‘is good for everyone, and if private 
agencies are to justify their existence, 
they will have to distribute this service 
Dover an ever-increasing number of peo- 
¢1) — ple or we may find governmental agen- 
kilk ‘cies engaging in this field of social se- 
curity, A. H. Kollenberg, Grand Rap- 

1) ids, warned in the opening address of 

‘the convention, which followed Presi- 
poor “dent Hardin’s welcome. 

'> “The ideas we pick up here are not 
prest Sours to keep, but to pass on to- our 
ld wie prospects,” he said. “They need the 
ked ti e same encouragement and support to re- 
to Wf Stain their confidence in this institution 


aay 


se 











ie a ‘of life insurance that we need, and they 
pe have a right to look to us for guidance 
om} in these troublesome times. We must 
ree “Skeep faith with them... . 
sointel 4 Seores Prophets of Gloom 
“There are self-appointed prophets of 
oughly! Sgloom who see in every social or eco- 


nomic disturbance evidence that the in- 
stitution of life insurance is about to 
"crumble. Every increase in the price of 
cabbage shows the worthlessness of the 
insurance dollar. That is tommyrot. 
Life insurance came into being in an- 
swer to human needs. It has grown 
‘| Sto these magnificent proportions be- 
_ cause it has served those needs well. It 
will continue to grow and expand as 
"slong as those needs exist.” 

_Mr. Kollenberg stressed the fact that 
Dlife insurance’s function is not to com- 
Pete with other forms of investments 
'| @ but to replace earning power. It would 
"| not have reached its present proportions 
show! Vif the investment feature had been the 
! — Purpose of its creation, he pointed 
out. 

ecified | The average man, receiving usually 
a less than 5 percent of his income from 

“Jhis investments, worries more about 
them than about the earning power 
hs . Which contributes the 95 percent, the 
gil: # speaker said. 

“I am amused when I hear him talk 
about the dangers of inflation,” Mr. 
+) Kollenberg said. “The only inflation he 
needs to fear is associated with his ego, 
9 ge him to believe he can in- 
est his money wisel ver | - 
tods of ia, Ae aa 
iS Emphasizes Need of Skill 


The need of skill through practice and 
Coaching was emphasized by €.. J. 
Travis, field service manager, home of- 
fice. He pointed out there are other 
Players in baseball who know more 
Oy about the game than Lou Gehrig does, 
9 but Gehrig’s skill makes him the highest 
Paid player in the business. 

Suppose it were worth $100,000 to 
you to take five strokes off your golf 
=. how would you do it?” he asked: 
wal — thing you'd do would be to 
find: the best teaching pro you could 
vet one who could detect each little 
— in your game and show you how 

cure it. Then, you would practice 




































and practice, under his close supervision, 
until you had cut off those five strokes 
and maybe more. You'd follow the same 
course of action in these other arts, not 
only sports, but music, the theatre, and 
management. 

“Why shouldn’t we take advantage 
of the same kind of training to improve 
the art of selling? Why shouldn’t we 
use the help of some one to tell us 
what our mistakes are? We can’t de- 
pend on ourselves, we can’t rely on ex- 
perience alone. Experience is a gay 
deceiver, it flatters and deludes us into 
believing that years of endeavor are 
sufficient to develop skill and to keep 
the efficiency curve up. 


Need to Be Shown Errors 


“If I were the president of a large 
corporation, if I were the president of 
the United States, if I were a general 
agent, if I were any one of these three 
I would still want some intelligent mind 
close by to tell me when and where I 
make my mistakes. I have sat through 
five hundred sales meetings and not five 
minutes of these one thousand long 
hours were devoted to mistakes of sales 
technique. Not five minutes. No drill, 
no rehearsal, no helpful criticism, and 
consequently no improvement. 

“Our sales manager didn’t know how 
any of his salesmen would meet a usual 
or an unusual situation. Under those 
conditions one can’t blame a salesman 
for deluding and flattering himself into 
the belief that he is good. How can he 
know the truth? After all, why should 
a salesman be a lone wolf? Why should 
he suffer from this blind spot that pre- 
vents him from seeing his own mis- 
takes, and why can’t sales management 
set up a technique of supervision that 
will help us? 


Rehearsing for Skill 


“I know a general agent who has a 
minimum of three general meetings a 
month given over to drill and rehearsal 
on some part of the selling process, 
prospecting, approach, presentation, and 
the close, and only one meeting a month 
devoted to the acquisition of knowledge. 
He also has small group rehearsals sev- 
eral days each week. These drills and 
rehearsals enable the salesmen to get 
the proper focus on their performance, 
and see their mistakes through the eyes 
of their coach and fellow salesmen. 

“Are you thinking that you wouldn't 
care for sales coaching? I admit that the 
prospect of parading your sales talk be- 
fore critical friends is enough to frighter. 
one. Yet once you have adjusted your- 
self to it, I am sure you will like it, 
for two reasons, a new sense of power, 
that comes with better control of sales 
technique, and the added self-confidence 
you gain because of that control. Think 
a minute and you'll agree with me that 
many potential members of the million 
dollar club have gone out of this busi- 
ness because they couldn’t get that kind 
of help. They didn’t know it, didn’t 
know what was lacking, but that’s what 
they needed.” 


Gives Director’s Angle 


W. C. Heath, for the last 10 years a 
director of the Mutual Benefit, spoke 
on the director’s point of view. He said 
that the company’s directors take a par- 
ticularly close interest in the company’s 
affairs and that as a matter of insur- 
ance department record, all of the 
weekly directors’ meetings in a six-year 
period were attended by an average of 
85 percent of the directors. 

The Mutual Benefit, he said, was the 
first company in America to employ a 
mathematician or actuary. He-: briefly 
sketched the careers of its actuaries 
from Charles Gill, to the present ac- 
tuary, Vice-president E. E. Rhodes. 


Prudential Accumulating 
Social Security Tax Fund 


The Prudential has adopted the pol- 
icy of creating a reserve fund made up 
of 1 percent of commissioned ordinary 
agents’ commissions since Jan. 1, to be 








| Agents Honor General Manager | 




















Dedicating new business in March to 
General Manager C. Ferguson, the 
agency force of the Great-West Life 
reported 1,801 sales for $5,500,000 of 
new insurance, a record March for six 
years. ‘Mr. Ferguson, making his first 


appearance at the office since his re- 
cent illness, was presented a _ leather 
bound illuminated address by H. W. 
Manning, assistant general manager, 
containing names of 560 representatives 
who produced. 








paid to the government in case these 
agents are ruled to be employes under 
the social security act. This demands a 
great amount of accounting and book- 
keeping, but will be far easier to do 
currently than going back later and at- 
tempting to collect the sums due from 
agents under the social security tax. 
No word has come out of Washington 
on several important test cases that are 





pending to determine the status of 
commissioned ordinary agents. 


Blackall on the Air 
HARTFORD, April 15.—Connecticut 
Commissioner J. C. Blackall spoke over 
WTHT, Hartford, on “The Relation- 
ship of the Insurance Department With 
the Public.” 








objectives attained. 


Among these are: 


- Quality prospects 


CONTESTS 


In addition to volume of business Protective Life tries 
to make its contests help its agents reach other impor- 
tant objectives. They are rewarded according to the 


1. Larger average size policies 
. Settlement with application 


2 

3 

4, Improved persistency record 

5. More business on present policyholders 
6 


. Annual premium business. 


The agent benefits through increased income from 
both first year and renewals, time saved in delivery, and 
a widening circle of contacts among quality buyers. 


- LAFB INSURANCE. 
BIRMINGHAM, ALABAMA, 


S. F. Clabaugh, President 
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LEGAL RESERVE FRATERNALS 


Fraternals Still Opposed Benz, Aid Association for Lutherans; 
4 5 . N. J. Williams, Equitable Reserve; Ju- 
to Amended Wisconsin Bill | jis’ “Michalski, Polish Association of 
America; D. R. Workmeister, Modern 
Due to opposition of fraternals operat- | Woodmen, and officials of other fra- 
ing in Wisconsin at legislative commit- | ternals operating in Wisconsin. | 
tee hearings on the bill relating to pro- The amended bill, which also is being 
tection of members of fraternals against | opposed by the fraternals, provides that 
forfeiture, the Budlong bill has been | no fraternal certificate of a member in 
amended. The original provisions in the | good standing for 30 years or more and 
bill defeated in committee provided that | age 65 or more, shall lapse for non- 
benefit, societies would be required to is- | payment of assessments, dues or con- 
sue paid-up certificates to keep a con- | tribution due, but the society shall credit 
tract intact or to refund all money paid); the member with the amount of such 
in by a member who has maintained his | assessments, dues or contributions as 
certificate for 25 years. they become due or return to him the 
Successful opposition to the bill was | full amount of all payments made. On 
led in committee by S. A. Oscar, Bea- | final adjustment the society may deduct 
vers Reserve Fund; J. G. Grundle,| from total benefits due under a certifi- 
Catholic Family Protective; A. O.' cate the aggregate of all amounts so 


What Is Legal Reserve 


Fraternal Life Insurance? 


































(This is the fourth of a series of advertise- 
ments outlining briefly a few characteristics 
of this type of protection—points that may 
not be generally understood by the other- 
wise well informed and intelligent fraternity 
of life insurance executives and salesmen.) 


> 


Legal reserve fraternal societies use the 
open contract which proved to be the 
most satisfactory for policyholders or 
members during the stress of depression 
years when all claims based upon the 
so-called open contract were paid in full. 





Like the record made by the legal reserve fraternals as a 
whole, it was never necessary for the Ben Hur Life Asso- 
ciation to borrow money from the government or any 
other source to meet all cash demands. 


BEN HUR LIFE ASSOCIATION 


Established 1894 
Home Office: Crawfordsville, Ind. 
John C. Snyder, Edwin M. Mason, 


President Secretary 

































THIRTY-FOUR YEARS OF FRATERNAL SERVICE AND ACHIEVEMENT 


AID ASSOCIATION 
FOR 


LUTHERANS 


(Legal Reserve Life Insurance) 


APPLETON, WISCONSIN 


The Aid Association for Lutherans has enjoyed 





Our Own Home Office Building 
. consistent growth since its organization in 1902 as a purely fraternal association, and now 
as 


$169,300,636.06 


Insurance in Force, with Total Assets of $21,612,383.63 


A REMARKABLE RECORD 


Rete: TRG... ON ROD os 5558-4 As SS dese ks cGA seb ORB OTS ESE < 000 5.6s vanes cc dts $ 9,330,284.14 

Ne I RC NM rns SG GOL ES onsite uh sk dine ave Mh'> Om FOG op 6 6 ok Se were 21,612,383.63 
(Increase 131.64%) 

eR ee eons CWS ibs bein bibdia beaiwdiebGaS oo Wale babnieaue $ 92,510,100.00 

NE NE GRO M EMII 5 vkchtoy 65 ete bd W016 6.6 0/0 hei 45001016 41014 8 io’ o Wark OEE 169,300,636.06 


(Increase 83.01%) 
During this period, the Association paid $11,237,026.70 to certificate holders and beneficiaries. 



















credited not in excess of one-half of the 
total benefits. 


Iowa Stay Orders Sought 


Insurance Department Wants to Help 
Fraternals from Seeking Federal 
Action on Premium Tax 








DES MOINES, April 15.—Stay or- 
ders were asked by the Iowa insurance 
department in Polk county district 
court to prevent two fraternals from 
pursuing federal district court actions 
involving the state premium tax collec- 
tion. The orders, directed against the 
Modern Woodmen of America and the 
Sovereign Camp of Woodmen of the 
World were sought pending decision by 
the Iowa supreme court in state cases 
involving the same point. 

In the federal court actions, the fra- 
ternals are seeking to enjoin the insur- 
ance department from collecting the 2 
percent tax on premium income. Sim- 
ilar cases have been tried or are pending 
in state courts. One case has been de- 
cided on appeal to the Iowa supreme 
court in favor of the department, but 
did not involve a fraternal. Three ac- 
tions have been appealed in which fra- 
ternals are interested. 

In the pending appeals, the lower 
court held fraternal societies are not 
subject to the premium tax. Hearing on 
the stay orders is being held this week. 





Protected Home Circle to 
Dedicate New Home April 21 





The Protected Home Circle of Shar- 
on, Pa., will dedicate its new home office 
building at ceremonies April 21. First 
Deputy Commissioner Joseph of Penn- 
sylvania is on the program. President S. 
H. Hadley will preside. Bradley C. 
Marks, president A. O. U. W. of Fargo, 
N. D., and past president National Fra- 
ternal Congress, will speak as a repre- 
sentative of other fraternals. Superin- 
tendent Bowen of Ohio also is sched- 
uled to speak. The building will be 
open for inspection during the day. 

Commissioner Hunt of Pennsylvania 
will be one of the chief speakers at the 
dedication. 

At the first board meeting held in the 
new home office building at Sharon, Pa., 
by the Protected Home Circle refund or 
dividend action was taken, based on the 
1936 financial statement. Actuary W. F. 
Barnard of Syracuse, N. Y., attended 
the meeting. The refund for the adult 
department for the year 1937 will be 20 
percent higher than the 1936 refund, 
which amounted to 5 percent. The pay- 
ment, therefore, will be 6 percent of the 
annual premium. The present rate of 
refund for the junior department was 
continued at 1634 percent of the annual 
premium, this amounting to two month- 
ly premiums. 

A. J. Martin, of Jamestown, N. Y., a 
director and supreme sentinel, died at 
the age of 83 after a short illness. He 
had been on the board 40 years. He was 
past president of the press section, Na- 
tional Fraternal Congress, and attended 
sessions of that group and the N. F. C. 
for many years. 





Bay County Group Formed 


L. E. Probst, Independent Order of 
Foresters, was elected first president of 
the newly organized Bay County divi- 
sion of the California State Fraternal 
Congress. Other officers are: Vice- 
president Della Watt, Artisans Life; 
secretary, E. E. Hunt, Woodmen of the 
World; treasurer, Leora Gonsalves, 
Woman’s Benefit; chaplain, Ida Ballin- 
ger, Homesteaders Life. The legislative 
committee consists of J. P. Murphy, I. 
O. O. F.; Ella Watson and Howard 
Piersall, Homesteaders, and the public- 
ity committee, Ed Robey, Artisans Life; 
D. P. Vaughn, W. O. W., and E. N. 
Cameron, I. O. QO. F. 





Appeals $5,300 Tax Judgmen 


LITTLE ROCK, ARK., April 4; 
Seeking reversal of a $5,300 judgm 
decree in Pulaski chancery court, ¢ 
United Mutual Life, Indianapolis, {jj 
appeal in the Arkansas supreme court 
tending it should not be required to pgm 
2.5 percent premium tax on policies { 
sued by the Knights of Pythias, a 4 















ternal whose insurance was taken opi) 


in 1931. Chancellor Dodge held the y 
owner of the insurance contracts shoj 
pay the tax on premiums collected siy 
assets of the fraternal were -taken oy 
The Arkansas law exempting frater; 
from paying the tax was recently q 


held by the supreme court. 





To Hold Chicago Convention 
The quadrennial Illinois state camp; 
Royal Neighbors will be held in Chica 
April 20-21. Mrs. Mary E. Arnholt 


Rock Island, oracle; Miss 


Barthel, Rock Island, recorder; } 


Hada M. Carlson, Moline, 


and Mrs. Myrtle E. Schoessel, Rog 
Island, editor, will attend. The R. N.4 
has 1,081 camps with 128,933 membe 
ship in Illinois. Election of officers, 
lection of delegates and alternates 
the convention at Colorado Spring 
June 21 will be held April 21. Ms 
Rieka C. Schmidt, Bloomington, is ste 
oracle, and Mrs. Minnie Bigelow of & 


lem, state recorder. 


“Ad” Experts to Have Spring 
Parley in New York May! 


The Insurance Advertising Conte, 
ence will have an all-day spring sesso 
at Hotel Pennsylvania, New York, Mae 
21. The general session will comment 
at 9:30 a. m. and group sessions will be 
gin at 10:30. At 1 p. m. the conferent 
luncheon will be held. This will be fd 
lowed by two discussions by advertising 
experts. The first will cover nation 
marketing applied to insurance produ 





tion with charts and graphs. 


Advertising design including art wor 
typography, layout, topography, ¢t§ 
will also be demonstrated with illustrations 


and discussion by an expert. 


C. E. Freeman and R. E. Brown, Jr 
are co-chairmen of the program cot: 


mittee. 


Convict Unauthorized Solicitor 


H. B. Felton, upon being found guily 
at Chillicothe, O., of soliciting insutant 
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for an unauthorized company, was, finet 
$500 and sentenced to six months in thy 
Columbus workhouse. He represent) 


the Fidelity Mutual Association of Mit 


neapolis. 











Prospect Leads? : 


Lutheran Brotherhood field men 
need never be idle for lack of 
prospects. Our men have 4 
selected field of operation. All 
Lutheran men, women and chil- 
dren are eligible for Brother- 


hood insurance. 


Lutheran salesmen, for 
a greater field in sell- 


ing, write 


LUTHERAN 


BROTHERHOOD 


LEGAL RESERVE LIFE INS. 
Herman L. Ekern, President 
Minneapolis Minnesota 
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LES IDEAS AND SUGGESTIONS > 











Sound Advice on Selling Is 
iven at Kansas City Rally 





Western ‘Missouri and Kansas agents 
umbering about 350 received valuable 
ales advice at the annual sales congress 
, Kansas City from J. M. Gantz, gen- 
ral agent Pacific Mutual, Cincinnati; 
\. R. Jaqua, associate editor “Diamond 
ife Bulletins”; Claris Adams, president 
Dhio State Life; Grady Fort, super- 
isor Equitable Life of lowa, and 
pthers. Dallas Alderman presided. 

“In other businesses work is cut out 
or the salesmen,” said Mr. Jaqua. “They 
mre given certain territories to cover, 
ertain people to see. They do things 
as they come along. Their jobs are 
nanufactured for them. But the life 
nderwriter comes to his office every 
orning one of the unemployed. He 
nust create, he must manufacture his 
work, 

“First, men succeed when they have 
et up a system which will manufacture 
a steady flow of work. How can they 
do this? By contacts. No one ever 
has failed in this business because he 
knew too many people. By the list idea. 
Contacts take time to develop. Here 
is a method of securing a lot of names 
quickly. Turn to the classified section 
of the telephone book. Perhaps you 
have a good friend who is a dentist. Go 
to him with the list of a dozen dentists 
or so and ask him about them. Get 
cards of recommendation, introduction, 
etc. By insurance situations. If you 
are expert at sensing insurance situa- 
tions, most of your underwriting prob- 
lems are over. 


Age Change Offers 
Fine Chance for Sale 


“By age change. Don’t laugh at this 
one because it’s old. One-third of all 
business produced in a year, it is esti- 
mated, is written 30 days preceding or 
following age changes. One ‘Chicago 
agent has 25,000 age changes in his files, 
probably more than anyone else in the 
United States, and he has written over 
half a million a year. for years. An- 
other, by keeping 200 age changes a 


month coming up, secures from them }. 


$80,000 of his annual production.” 

There are others, Mr. Jaqua said. A 
system of checking newcomers in city 
or town, information relative to loans, 
contact with someone in an organization 
to know of a new employe or promo- 
tion. “If once you get to the time 
when 20 of these come over your desk 
a day, your worries will be over,” Mr. 
Jaqua said, 

‘Second, men succeed because they 
have an unshakeable conviction that life 
insurance is the best investment for 
the average man. You all think you 
have it. Really only about a third of 
you do.” 


Company President in 
Tribute to the Agents 


Mr. Adams paid tribute to J. B. Rey- 


| Nolds, late president Kansas City Life, 


as one of the great men of the life busi- 
ness who left a permanent mark on the 
institution. The scientific end of the 
usiness has justified itself through war, 
eee and pestilence. Other phases 
a played their part, but it is the agent 
: o has insured America. The confi- 
cannes the people in life insurance is 
re ited by the 3% billions which they 
tu n over to the institution each year. 
bs +e danas represent the major part 
ae cr permanent savings. Life insur- 
S e : a great social and economic 
time. i; Said- In normal times or bad 
mes, life insurance is the poor man’s 





institution. Life insurance is a dynamic 
financial and social force, he said. By 
giving everyone a part ownership in the 
capital structure of the nation, it is mak- 
ing the capitalistic system successful. 
State regulation of insurance is much 
better than federal regulation, he said. 

“T hesitate to think what the situa- 
tion would be today if power over in- 
surance companies were lodged in one 
bureaucrat in Washington. How much 
better is control scattered over 48 states, 
so that proposed changes affecting our 
business must run the gamut of 48 
minds, 48 opinions, 48 conflicting in- 
terests. If one man or one group had 
had such power, what would have hap- 
pened several years ago when the strong 
plea was made to pass an emergency 
law in New York permitting life com- 
panies to invest in stocks—in order to 
support the market?” 

Two elemental things the underwriter 
must possess for success, Mr. Fort de- 
clared, morale and routine, or time con- 
trol. Use of common sense in selling 
predicates taking advantage of several 
factors: that the average man hates to 
be sold but likes to buy; that people 
act on impulse—90 percent of what peo- 
ple do they do because of unconscious 
desires; that people are susceptible to 
suggestive selling. 

“Prospecting is selling,” Mr. Fort 
said. “If I go ask a man for names 
of men he thinks will be interested in 
life insurance, the answer is ‘no, no, no.’ 
And I invited such an answer. What I 
should do is go in and sell him a life 
situation and a remedy for it. Then he 
will think of half a dozen persons whom 
that situation fits. Prospecting is 90 
percent of selling, and yet few under- 
writers really do a good job at it. 

“You can get the man to fix his own 
problem, which is the next step in the 
sale; you can get him to tell you he 
ought to have more life insurance. 

“The next step in the sale is to create 
the want. To do this, make the ap- 
proach personal. Don’t talk about life 
insurance, talk about life.” 


Pastor First Christian 
Church, Eldorado, Kan. 


Life insurance has a moral side, Dr. 
F. W. Condit said. It develops a sense 
of responsibility, regular habits of sav- 
ing, and thus builds character. “People 
believe in life insurance more than they 
did before the depression,” he said. 

Mr. Gantz, whose subject was “Life 
Insurance Can Be Merchandised,” said 
there have been three periods in the 
history of life insurance: discovery, mis- 
sionary and commodity; life insurance 
now is in the latter period and must 
be merchandised. “In the commodity 
period we must sell what the public 
wants,” he said. “If I’m to make money 
and a good merchant must make 
money to stay in business—I’ve got to 
follow the laws of merchandise. The 
missionary, preaching days of life in- 
surarice are over.” 

Mr. Gantz suggested -agents would 
sell more insurance if they told the 
prospect about himself. 


Missouri Superintendent 
Also Speaks on Program 


Superintendent O’Malley said he had 
not yet won a complete victory in the 
state for sound insurance, but was mak- 
ing progress. He said agents had es- 
tablished their political strength in Mis- 
souri in the last election, and if they 
remained highly organized there would 





never be an insurance superintendent 
who could go contrary to their demands 
for sound insurance and fair methods. 

Prewitt Turner, general agent Home 
Life of New York, appeared in the com- 
edy character of “Senator Phineas Fish- 
face of Washington,” as managing di- 
rector-of the “Social Security Life.” 

V. W. Wiedemann, Sun Life, presi- 
dent of the Kansas City Life Under- 
writers Association, read an invitation 
from Lyman King, president Kansas 
Life Underwriters Association, to at- 
tend the sales congress in Topeka May 
8. St. Louis underwriters are trying to 
secure the NALU convention for 
and Wiedemann urged Kansas 
underwriters to support the move. 
Wiedemann announced that Miss 
McGowan, Aetna Life, has been elected 
chairman of a permanent women’s com- 
mittee of the Kansas City association. 


kok * 


Producers Should Learn 
a . 
Company's Operating Plans 

That the life insurance man be thor- 
oughly familiar with all phases of his 
company’s operations, including an un- 
derstanding of the annual statement, a 
warning against “using heat instead of 
light” in canvassing and a suggestion 
that companies maintain investment ad- 
visory departments for beneficiaries, fea- 
tured a talk by G. M. Kellogg, Jr., 
attorney International Harvester Com- 
pany, before the Samuel Heifetz agency, 
Mutual Life of New York, in Chicago. 
He has been connected with Marshall 
Field & Co. and has had considerable 
experience in insurance buying. 

He said the agent should be familiar 
with the types of investment of his com- 
pany and should know something of the 
way claims are handled so he will avoid 
submitting rejected risks. Mr. Kellogg 
also warned agents not to overload the 
prospect with insurance and always to 
remember that there are three parties in 
a life contract, the company, the pro- 
ducer and the assured. It is up to the 
salesman to bring the three together in 
proper balance. The salesman should 
never appear to rush the prospect, since 
many prefer to sell themselves and will 
prefer a call back after they have had 
time to consider carefully. 

Mr. Kellogg thought it might be wise 
for agencies to send a man who could 
talk the prospect’s language. For in- 
stance, in canvassing a railroad man, an 
ex-railroader might have a better chance 
of making the sale since he will know 
the prospect’s problems and will be able 
to talk to him about his job. 

He also recommended a department 
to aid beneficiaries in investing proceeds 
of life policies, saying it would 
strengthen the company’s prestige. 





Versatile Representative 
Serves as a Nursemaid 











At a recent meeting in the London, 
Can., branch of the Canada Life, an 
interesting story was related concerning 
one of the representatives who had ar- 
ranged for an interview with a young 
lady. On arriving he found her minding 
her sister’s small baby. Just as the 
opening stages of the interview were 
completed the baby began to cry loudly 
and interfered with the sales talk. How- 
ever, on investigating the refrigerator, 
the agent found a bottle of the baby’s 
feeding formula. Quickly locating the 
feeding bottle he heated it on the stove, 
tested the contents on his wrist in. the 
approved fashion and popped the bottle 
‘into the baby’s mouth. The interview 
continued to a successful conclusion with 
an application and a check, while the 
baby gurgled contentedly and finally 
fell asleep again. 
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Should End Preaching 


_ Life agents should quit their “preach- 
ing’ and permit their prospects to buy 
the kind of life insurance they want, 
said Joseph M. Gantz, Cincinnati gen- 
eral agent of the Pacific Mutual Life in 
a talk on “Life Insurance Can Be Mer- 
chandised” before the members of the 
Life Underwriters Association, of St. 
Louis. Life agents starve to death be- 
cause they preach too much and sell 
too little. Practically all life insurance 
is bought through the heart and not the 
head, he said. Life insurance should 
study the merchandising methods of 
other business men. Department stores, 
for example, don’t force women to buy 
the kind of clothes the stores think they 
should have, but instead cater to the 
wishes of their cash customers. 

Claris Adams, president of the Ohio 
State Life, was a guest. 

tee my 


Income Increases 


Seven income increasers are sug- 
gested by the Acacia Mutual to help 
an agent to set his goal: 

1. I plan to earn from first year com- 
missions in April, May and June $..... 

2. My average commission per $1,000 
the last six months has been’$..... 

3. I must therefore place No. 1 di- 
vided by No. 2, which is $..... 

4. My average placed policy this last 
six months has been $..... 

5. I must therefore place 
vided. -by- No.4 ich..i 

6. ~it-takes-me-... 
selling interview. 

7. It takes me .... selling interviews 
to have one placed policy. 

To accomplish my requirements I 
must have: No. 7 times No. 5, which is 

. selling interviews, and that means 
I must make .... calls. (Multiply your 
last answer by No. 6, to get the num- 
ber of calls needed.) 

Daily accomplishment required: I 
have .... working days in April, May 
and June, therefore each day I must 
make: (Divide above results by number 
of days.) .... calls .... selling inter- 
views. I will check my results daily 
against this requirement. 


policies. 
. €alls to have one 


(Signature) 
a 
Policy Is A Friend 


R. S. McKnight, superintendent of 
agents of the life department of the 
Federal Life & Casualty of Detroit, em- 
phasizes .the fact that a life insurance 
policy is one of the best friends its 
holder has. Here are’ some thoughts 
that he suggests that might be brought 
to the attention of policyholders. 

When the bank refuses your request 
for a loan, who is your best friend? 

Your life insurance policy. 

When there is sickness in the family 
and expenses are mounting, next to your 
doctor, who:is your best friend? 

Your policy. 

When your days of earning power 
suddenly cease, who is your best friend? 

Your policy. 

When you wish to retire, after years 
of hard work, who is your best friend? 

Your policy. 

When the youngster is ready for col- 
lege and money is needed, who is your 
best friend? 

Your (or his) life policy. 

When old grim reaper calls your name, 
who is YOUR family’s best friend? 

Your life policy. 

Why not ‘introduce’ to man his best 
friend? 

His life policy. 
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Prestige Deemed 
Vital in Business 


(CONTINUED FROM PAGE 3) 


ness and professional women—how to 
provide adequate retirement income. 
Miss Reynolds always has sold annuities 
to women, starting long before the de- 
pression and in competition. with bonds, 
real estate and stocks. She entered the 
life insurance business because some- 
body sold her the annuity idea. 

“T can look back to some of the 
women whom I interviewed before the 
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depression, and did not convince,” she 
said, “and who now tell me that they 
lost all of their savings. That mental 
picture gives me an urgency to start the 
woman I am interviewing today on her 
insurance program. I am seeing some 
of my early clients retire as and when 
they had planned to retire—some of 
them without reducing their standard of 
living—because I was able to convince 
them in the early days. I have seen 
them sometimes struggle to save; now 
I am seeing them ride along on income 
power, by way of their annuities, instead 
of on earning power.” 

Many business and professional 
women today are alive to their problems, 
she said, and are asking surprisingly in- 
telligent questions. She acknowledged 
that she could not guarantee to her cli- 
ents that the economic or social order 
would not change. However, she says, 
they must prepare for the only kind of 
future they expect, and if insurance 
should collapse all other investments 
would do likewise. Insurance, she said, 
provides the surest and most adequate 
solution of life problems. 


Speicher Is on Program 


Paul Speicher, “Research & Review,” 
gave his fine talk on “Life Insurance 
in a Changing World.” 

Frederick Bruchholz, agency director 
New York Life and president Chicago 
Association of Life Underwriters, which 
sponsored the congress, presided. W. 
M. Houze, general agent John Hancock, 
was general chairman. 

P. F. Clark, Boston general agent 
John Hancock Mutual, a C. L. U. and 
originator of the Million Dollar Round 
Table, gave his famous talk on “Indi- 
rect Selling.” N. Tolles, president 
Shelden School of Chicago, spoke on 
“How Sales Are Lost.” H. P. Trosper, 
Detroit, a leading agent of the New 
York Life who sold over $5,000,000 in 
1927, gave a talk on “Why Make Sales 
the Hard Way?” Other speakers were 
Julian Hexton and A. Carducci of Chi- 





cago, and W. N. Hiller, millionaire pro- 
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ducer of Stumes & Loeb, general agents 
Penn Mutual, Chicago, all speaking on 
“The Approach That Sells.” 

Mr. Hiller who is one of the 
life members Million Dollar Round Ta- 
ble, interviewed a large number of pro- 
fessional men as to how they would 
want to be approached by a life insur- 
ance man, to get material for his talk. 
They were mostly doctors and lawyers. 
One said he saw too many life agents, 
all calling at a busy time. They should 
seek an appointment. 

A lawyer said he wanted to learn 
about life insurance contracts; but he 
objected to indirect approaches, espe- 
cially the one based on a reference by a 
mutual friend who must remain uniden- 
tified. 

A young doctor said the agents talk 
too much about dying. He was inter- 
ested in what would happen if his health 
should break down. He needs some- 
thing to produce income in such an 
emergency. 

Mr. Hiller said he found in each case 
what approach to use, and next week 
plans to go out on these cases so armed 
and prepared. 

“Selling professional people is no dif- 
ferent than selling any other class,” Mr. 
Hiller said. “Unless we expose ourselves 
often enough to the business that we 
are trying to get, no approach will sell, 
because we will have lost our technique 
because of lack of practice. There is 
one point that is in our favor today; the 
‘sting’ of the 1929 stock market boom 
still remains in the minds of many pro- 
fessional men. Many thought they were 
demon investors and wouldn’t listen to 
retirement income talks. Today they 
realize we have something real to offer, 
and we have an added help in that the 
social security act does not include most 
professional men.” 

The C. L. U. degree has been a help 
in approaching professional men, he 
said. They respect attainment of a de- 
gree in any line of work, because they 
realize the time and effort needed to 
earn it. Mr. Hiller also uses the budget 
approach, which, he said, will work 
nine out of ten times. 

In canvassing professional men it 
therefore behooves the agent to uncover 
their hobbies and get them to talking 
about themselves. This will be a means 
of motivating them. 

Mr. Tolles told “How Sales Are 
Lost.” He said the main reasons are 
weaknesses of the agent, improper pres- 
entation of the proposition, and failure 
to understand the customer and his 
needs. Just a few of the “almost sales” 
converted into real sales, he said, means 
the difference between success and fail- 
ure. Success in business life is gov- 
erned by law and not luck, he said. 
There is a real science in selling. Sales- 
men generally have grown up _ like 
“Topsy.” They may gather much ex- 
perience eventually, but at great cost. 


Professional Men’s Views 
Given at Agency’s Clinic 


(CONTINUED FROM PAGE 3) 


to justify it by your deportment. One 


honorable man is just as good as an- 


other in social and business intercourse. 
Unless you can convince yourself of this 
fact, you will probably fail to sell your 
equals and those in a superior class, 
and will gradually drift down the scale 
until you sell only to your inferiors.” 

“Always remember there are certain 
types of minds that have just as much 
difficulty in buying what they want <as 
you have in selling what they should 
have. These facts are elemental, but 
too often overlooked. Regardless of ex- 
ternals, each individuality is balanced 
upon a center pivot, ready to tip in any 
direction when the right force is ap- 
plied. Some queer salesmen have sold 
large policies to queer customers by 
fantastic means, which brings us to the 
confusing fact that civilization is a con- 
glomeration of paradoxes, things true 
in fact but contrary to preconceived no- 
tions. So long as decisions are based 
upon emotions rather than reason, this 
condition will persist.” 





Give Program for the Home 
Office Underwriters 


(CONTINUED FROM PAGE 1) 


Non-Medical Underwriting,” and 4 
“Underwriting the Waiver of Premiy 
Disability Benefit” by Mervyn Day 
vice-president Equitable Life of jj 
York. 

The afternoon session will be devote 
to an informal discussion of various , 
derwriting topics that will be assigne 

It is anticipated that a large rep 
sentation will be in attendance at the 
sessions, which is the first meeting , 
the association held in the middle wed 
The American Institute of Actuaries 
are holding their spring meeting at th 
Edgewater Beach Hotel the last half, 
the week, and an invitation has been ex 
tended to their representatives to attey 
the meeting. 


Analyzes Why Insurance 
Selling Repulsive to ome 


(CONTINUED FROM PAGE 1) 


and how they might produce encourage 
ment for the recruit in the period befon 
he becomes successful. The beginng 
now must look too far ahead for th 
encouragement, he said. 

Life insurance would draw _ bette 

men, he said, if it would give both th 
public and its prospective salesmen 
conviction that insurance selling 
quires an apprenticeship. 
_ A man at 24 is too young to sell mud 
insurance because he lacks the contact 
and at the later ages he has too mar 
expenses to make possible an apprene 
tice period with low costs. Admitting 
that some young men sold insurance, hé 
declared they were the exception. The 
special requirement of age for success 
in the business has not been frankly 
faced by the institution, according te 
Mr. Allison. 


Spasmodic Income 


Spasmodic income demoralizes somt 
through fear, wrecks others by leading 
after successes to excessive spending 
sprees followed by financial delirium 
tremens, and destroys the nonchalant 
advisory ease in the sale which alont 
warrants the confidence of the prospect 
Too many times the prospect uncom 
sciously feels the tremendous strain im 
pelling the spasmodically paid and 
frantically fearful agent into a “must” 
sale. Thus the entire system creates 
poor advertising for life insurance. 

Because life insurance does requift 
getting at the personal problems of htt 
man beings, only those who enjoy intr 
mate personal relation with others 
should enter the business, said Mr. Ak 
lison. He would not advise those wh0 
feel like snoopers in the presence of ptt 
vate revelations to start selling life ir 
surance. 


Salary and Commission 


Salary and commission usually offers 
the best solution to the compensatiol 
problem because it combines control ai 
incentive, both of which are necessafy 
to the sales executive. Lack of contra! 
is a primary fault of the commissidf 
only arangement and unusually so in lilt 
insurance where an unusual self-disct) 
pline is otherwise required. 

Life insurance can not discharge its o 
ligation to either agent or prospect sepa) 
rately. To both, Mr. Allison empha 
sized, it has a fiduciary relationship 
failure to recognize and act upon thal 
fundamental in dealing with salesmen 
had its indirect but powerful effect up 
the public attitude toward the business) 


But life insurance offers to many meh 


he said, the opportunity for a better lir 
ing than they could get from any 

aried position, if they have a fitness fof 
the work, are willing to pay the pre 
and can carry through the period df 
apprenticeship. 





